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Settle California 
Commission Suit 


Companies Involved Will 
Negotiate Individual 
Agent Commissions 


The four National Bureau companies 
involved in the federal anti-trust suit 
with California League of Independent 
Insurance Producers have settled out 
of court their disagreement over com- 
missions. Aetna Casualty, Royal In- 
demnity, Travelers and Great Ameri- 
can have offered the agents a “cove- 
nant not to sue or to sue further,” 
recognizing the right of individual ne- 
gotiations of commissions and prohib- 
iting collaboration between companies 
in fixing commission rates. Within 90 
days of the effective date, presumably 
June 30, the companies involved will 
negotiate individual commissions with 
each agent who was a plaintiff in the 
anti-trust action. No monetary dam- 
ages are involved in the agreement. 

The agents began their action 
gainst seven companies 2% years 

70, charging that when the insurers 

duced commissions in California on 

\tomobile business they did so as 

*t of a conspiracy in violation of 

» federal anti-trust laws. The com- 

lies involved were the four bureau 

j (CONTINUED ON PAGE 31) 


4 Bureau Companies Thacher Speech Reveals How N. Y. Might 


Still Try Blocking Life-Fire Kinship 


By WILLIAM MACFARLANE 


Superintendent Thacher of New 
York has revealed that the depart- 
ment can still set up certain road- 
blocks in the way of an out-of-state 
life company wanting to buy a fire- 
casualty subsidiary without losing its 
license to write life business in the 
state, despite the fact that the court of 
appeals, the state’s highest tribunal, 
has sanctioned such transactions in its 
decision in the Connecticut General 
suit against the department. 


Laws Still Exist 


There are still laws on the books 
pertaining to anti-trust matters which 
could prevent a life company from ac- 
quiring a fire-casualty subsidiary, de- 
pending on the individual case, the 
superintendent said in a speech at the 
annual meeting of National Assn. of 
Attorneys General in New York City. 

During a discussion of insurance 
regulation, he pointed out that the 
court of appeals has ruled that, stand- 
ing alone, an out-of-state life compa- 
ny’s acquisition of controlling interest 
in a company doing an unrelated line 
of insurance business does not disfran- 
chise the life insurer from operating in 
New York—if, disregarding such stock 
interest, the life insurer’s assets meet 
the applicable New York require- 
ments. 


However, the superintendent em- 





Jhio Farmers Wins 
‘hree IAC Awards 


In the company advertising compet- 
ition conducted by Insurance Adver- 
tising Conference, Ohio Farmers won 
an award for a direct mail advertising 
campaign and two awards for mis- 


| cellaneous promotional material. The 
name of the company was inadvertent- 


ly dropped from the story in last 
week’s issue. The campaign and mate- 
rial were prepared under the direction 
of Arthur Dannecker, advertising di- 
who was 


The direct mail campaign was de- 
implement the company’s 
“four star budget plan.” It consisted of 


.a direct mail “teaser” promotion and 


a complete portfolio for agency pro- 
motion. The portfolio included direct 
mail, radio scripts, point of purchase 
brochures, newspaper mats, and win- 
dow displays. 

One of the award winning promo- 
tions was a prestige piece, a booklet 
showing why agents should do busi- 
ness with Ohio Farmers, for use by 
field men when soliciting new agency 
accounts. Other parts of the promo- 
tion were mail pieces for following up 
the agency solicitation every seven 
days, and a “welcome” mailing to 
agents who had signed up. 

The second promotion to win an 
award was the company’s calendar, of 
which it sells 500,000 to agents every 


year. 


Wichita Stock, Mutual 
Agent Groups To Merge 


Announcement has been made of 
the decision to merge Wichita Assn. of 
Insurance Agents and Fire & Casualty 
Agents of Wichita, these being the 
stock and mutual agent organizations 
in that city. The decision to merge 
was unanimous and will be effected in 
the next 60 days so that the first meet- 
ing of Independent Insurance Agents of 
Wichita may be held early next Sep- 
tember. 

One requirement for membership in 
the new Wichita agent association will 
be membership in Kansas Assn. of In- 
dependent Agents. 

A proposed new constitution and 
by-laws have been presented to the 
merging organizations by their respec- 
tive chairmen of the merger commit- 
tee, Joe Moddrell Jr. for Wichita Assn. 
of Insurance Agents, and Richard 
Minkler for Fire & Casualty Agents of 
Wichita. The present local boards 
would be dissolved prior to the formal 
organization of the merged board. 

The announcement of the merger 
points out that members of Kansas 
Assn. of Independent Agents are mem- 
bers of National Assn. of Insurance 
Agents, and that these agents are iden- 
tified by the Big I symbol. 

A merger of this kind, with a re- 
quirement that members belong to the 
state stock agents association, will 
have obvious repercussions on the fu- 
ture of the state mutual agents associ- 
ation. 


phasized, the court decision did not 
touch on the question of the economic 
impact of such transactions from an 
anti-trust standpoint. The court, the 
superintendent noted, had no specific 
transactions before it for considera- 
tion. The department, on the other 
hand, will be dealing with specific 
transactions, if and when foreign life 
companies with newly-acquired fire- 
casualty subsidiaries apply for renew- 
al of licenses, and the department’s 
decision to renew or not to renew will 
be based on its estimate of whether or 
not anti-trust statutes have been vio- 
lated by the acquisitions. 

To give some idea of how deeply the 
department plans to probe each acqui- 
sition, the commissioner said _ that 
when it is confronted with such a 
transaction affecting one of its licen- 
sees, the department will in the nor- 
mal course of its review consider its 
impact upon competition in any line of 
commerce involved. 


Markets Affected 


“But such consideration cannot be 
made in vacuo and, like all non-per se 
violations of the law, is dependent on 
underlying fact, delineation of the 
markets affected and measurement 
of the projected changes therein,” the 
superintendent emphasized. 

What the superintendent’s remarks 
seem to amount to is that the depart- 
ment is not going to set up a series of 
generalized ground rules which any 
life insurer in the market for a fire 
and casualty subsidiary can follow in 
order to avoid losing its license. Each 
case of acquisition will be dealt with 
individually and will stand or fall on 
its own merits. It will be considered 
from an anti-trust standpoint in rela- 
tionship to its present effect on the in- 
surance market and any foreseeable 
effect it might have in the future. And 
the department’s conclusion in each 
case will be based on its own best esti- 
mate of the situation. 


Two Join AAMGA 

Robert W. Gatson, Atlanta, and R. 
K. Langan general agency of Louis- 
ville, have been approved for member- 
ship in American Assn. of Managing 
General Agents. 


Record Crowd 
Attends Georgia 
Agents Meeting 


Carl Lawson Elected 
President, Morrison Stays 
As State Director 


By ROBERT C. DAUER 


SAVANNAH—The charms of old 
Savannah, an intriguing program and 


ra 





C. W. Lawson 


a challenging theme—professionalism 
—drew a record crowd here for the 
64th annual convention of Georgia 
Assn. of Insurance Agents. The 400 or 
more on hand expressed enthusiastic 
approval of program panels, and all 
seemed willing to forget that the Gen- 
eral Oglethorpe Hotel had perhaps 
seen, better days. 

To the delight of Executive Secreta- 
ry William N. Day, who always makes 
a particular effort to attract wives, the 
convention drew more than 100 of the 
fair sex. 

Carl W. Lawson, Gainesville, is the 
new president of the association, suc- 
ceeding James W. Anderson of Deca- 
tur. Gus T. Naumann, Atlanta, moves 
up to first vice-president, while Allen 
Arnold, Dawson, was elected second 
vice-president in line for the presi- 
dency in 1963. Paul F. Morrison, Co- 
lumbus, remains state national direct- 
or. 

A sad note was the absence of Ray- 
mond Turpin, Atlanta, the new treas- 
urer. Mr. Turpin is recuperating in an 
Atlanta hospital from an operation for 
a detached retina. 

Arguments for and against “no prior 

(CONTINUED ON PAGE 26) 
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H2eNATIONAL UNDERWRITER 


Clark Tells How To Avoid Difficulties 
By Properly Insuring U.S. Risks Abroad 


A major business development of 
recent times has been expansion of 
American industry to foreign coun- 
tries via Subsidiaries, branches, divi- 
sion, affiliates, etc. Insurance has had 
to accompany this expansion. How to 
handle the insurance of the operation 
was discussed by Ernest L. Clark, pres- 
ident of the New York consulting firm 
of Corporate Advisors, before a Con- 
trollers Institute meeting in New 
York. The procedure for insurance of 
foreign interests cannot be stereotyped 
he said. It has to be tailor-made for 
each organization according to its in- 
dividual problems. 

Every country has its own insur- 
ance laws and in many cases this has 
the effect of restricting freedom of 
action in buying and selling insurance, 
he said. For instance, some countries 
in the Western Hemisphere south of 
the U. S. require insurance to be pur- 
chased only in insurers domiciled in 
those countries. 


May Not Need Cover 


In many countries risks normally 
insured in the U. S. are not generally 
insured and some do not need it in 
those countries. There are markets 
available in some areas that are not 
available in others. In some coun- 
tries, because of frequency of claims 
or other conditions, it is inadvisable or 





Chicago Board To Hear 


Gerber View Of Regulation 
Director Joseph S. Gerber of Illi- 
nois wiil address the July 11 luncheon 
meeting of the Chicago Board. Mr. 
Gerber will present his view of the 
current status of state regulation, fol- 
lowing by a month the comments be- 
fore the Chicago Board of President 
John R. Barry of Corroon & Reynolds. 


N. C. Hearing On Merit Plan 


Commissioner Gold of North Caro- 
lina will hold a hearing July 11 on 
bureau filings of the safe driver plan. 
This provides credits of 10% for acci- 
dent free drivers and debits up to 250% 
of manual for drivers with moving 
traffic violations. At the same time he 
will hold a hearing on a proposal to 
increase from $3 to $4 the premium 
for the uninsured motorist endorse- 
ment. This would cover both BI and 
PDL. The present endorsement covers 
only BI. 


Ask Fire Rate Hikes In Va. 


Virginia Insurance Rating Bureay 
has filed for fire rate increases of 
11.1% on brick protected mercantile 
buildings and 29.6% on brick protect- 
ed hotel buildings and contents. A rise 
of 25% is sought on contents of all 
frame or masonry dwellings of from 
one to four families. Revisions are also 
asked on form and country dwellings. 

The state corporation commission 
will hold a public hearing on the filing 
July 5 in the Blanton Building, Rich- 
mond. 

The annual golf outing of the Chi- 
cago and Milwaukee surety underwrit- 
ers associations will be held July 7 
at North Shore Country Club, Milwau- 
kée. 

The Senate anti-trust and mono- 
poly subcommittee is holding hearings 
June 28-30 on legislation to bar auto 
manufacturers from financing and in- 
suring their vehicles. 


uneconomical to purchase certain 
types of insurance. 

One large corporation operated in 
a country where Moslem law applied. 
As the insurance manager for this cor- 
poration explained, it insured its prop- 
erty against loss by theft. The insurer 
insisted on prosecuting cases where 
claims of theft were made. Under 
Moslem law the penalty for theft is 
the cutting off of the offending mem- 
ber, which might be a hand. When the 
employe’s hand was removed, the in- 
surer’s employe’ benefit coverage 
would pay for the loss of a hand. In- 
sured and insurer concluded that it 
was uneconomical to collect for the 
theft of merchandise by employes. 

How foreign insurance is handled 
is varied by the tax situation, Mr. 
Clark observed. If, for tax purposes, 
it is desired to divorce foreign opera- 
tions entirely from domestic opera- 
tions, the insurance must be com- 
pletely segregated. The firm must 
decide whether to pay premiums in 
American dollars and collect losses in 
the same medium, or pay premiums 
in foreign currencies and collect losses 
in such. 

If insurance is placed here and los- 
ses collected here, the corporation may 
be placed in the position of having to 
pay on losses collected to replace losses 
sustained in a foreign country as a 
capital gain. Likewise, it is necessary 
to be sure the cost of this insurance 
will be a chargeable expense. Some 
corporations have found it difficult to 
get Internal Revenue Service to ap- 


(CONTINUED ON PAGE 17) 
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We live 
growth in knowledge that only 
he who continues to learn and 
inquire can hope to keep pace, 
let alone play the role of guide. 
We at Leslie H. Cook are con- 
sistently developing new skills, 
new techniques, and new facil- 
ities for doing things hetter. We 
believe these forward-looking 
objectives are the hallmark of 
progress for those who seek profit 
and purpose in the years ahead. 


175 W. JACKSON BLVD. + 
36 PEARL ST. - 


Keep Close Eye On D.C. 
No Prior Approval Bill 


WASHINGTON—Insurance_ observ- 
ers are watching closely the bill intro- 
duced earlier this year by Sen. Kefauv- 
er, chairman of the anti-trust and 
monopoly subcommittee, that would 
eliminate prior approval of rates and 
forms in District of Columbia. The 
bill was referred to the subcommittee 
on business and commerce of the Sen- 
ate D. C. committee, of which Sen. 
Beall of Maryland is chairman. 


Will Hold Hearing 


Sen. Beall has indicated that a hear- 
ing will be held on the measure, 
which is being looked on by some as 
a model for states to copy. No date 
has been set. One suggestion is that 
Sen. Kefauver wants to get out the 
report on the insurance inquiry which 
his anti-trust group has been conduct- 
ing before a hearing is held. 

One thing that is holding up the 
insurance report is allowing time for 
minority members to complete their 
“dissents.” The Beall hearing may be 
in July. 


Expect 15 To 20% Boost 


In Auto Rates In Texas 


The Texas department is expected 
to approve a 15 to 20% increase in au- 
tomobile insurance rates as the result 
of testimony and evidence submitted 
at the annual auto rate hearing June 
22. 

The companies asked for 13% last 
year, of which about half grew out of 
the imbalance of merit rated risks un- 
der the safe driver insurance plan. 
This request was denied, and since 
then the need for higher rates has in- 
creased. 
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Non-Owned Auto 
Feature Covers 
Subrogation Suit 


The appellate division of the New 
Jersey superior court answered a 
question which has been argued since} 
physical damage insurance on non-} 
owned automobiles became common. 
The question was whether a physical 
damage insurer is obliged to defend its 
insured against a subrogation action 
by the insurer of the driven automo- 
bile, despite the “other insurance” 
provision of the policy and the answer 
was affirmative. The case, Mancuso vs 
Rothenberg, is reported in 23 CCH 
(Auto 2nd) 362 and also in 170 Atl, 
(2nd) 482. 


Included Collision 


Leonard Rothenberg owned a pri- 
vate passenger automobile which was 
insured against physical damage, in-g) 
cluding collision, in Motors. The poli-¥ 
cy, using language similar to that off) 
the family automobile policy, covered 
“loss caused by collision to the owned 
automobile or to a non-owned auto-} 
mobile.” It also contained an “otherY 
insurance” clause similar to that in 
common use. It provided “If the in- 
sured has other insurance against a 
loss covered by this policy . . . the in- 
surance with respect to a temporary 
substitute automobile or non-owned | 
automobile shall be excess insurance 
over any valid and collectible insur- 
ance.” 

Rothenberg borrowed a Fiat owned 
by Salvatore Mancuso and was in- 
volved in an accident, with substan- | 
tial damage to the borrowed automo- | 
bile. Emmco, insurer of the Fiat, paid 
the collision damage, less the $50 de- | 
ductible. Suit was then brought | 
against Rothenberg for Mancuso for} 
the $50 and for Emmco for the balance | 
of loss. Motors refused to defend Roth- | 
enberg, falling back upon the “other [ 
insurance” provision. Rothenberg then | 
impleaded Motors as a third party de- } 
fendant. 7 

The trial court held Rothenberg] 

(CONTINUED ON PAGE 27) 


McCullough Joins 
Combined, Chicago, 
As Vice-President 


Frank V. McCullough, who _ re- 
signed last March as executive vice- 
president and a\ 
director of Con-| 
tinental Casualty, | 
has joined Com-| 
bined of Chicago | 
as a vice-president | 
His duties with} 
Combined will be- | 
gin July 5. 

Mr. McCul- 
lough’s insurance | 
career dates from} 
1945 when he 
joined Continental | 
Casualty. He was / 
made west coast superintendent for | 
two divisions in 1948, and two years | 
later went to the home office as su-j} 
perintendent of the special risks divi- | 
sion. In 1954 he was advanced to; 
assistant vice-president, in 1955 to as- 
sistant to the president, in 1956 to vice- 
president and in 1958 he was elected 
lst vice-president and a member of | 
the board. His experience is primarily 
in accident and health. 

With Combined, Mr. 























F. V. McCullough 








the disability division. 
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NAII And AMIA Give Reactions To NAIC 
Vote In Favor Of Prior Approval Of Rates 


Reaction to the decision of National 
Assn. of Insurance Commissioners to 
stand pat on the prior approval 
method of rate regulation was offered 
the management conference of Confer- 
ence of Mutual Casualty Companies at 
Hershey, Pa., by representatives of 
National Assn. of Independent Insur- 
ers (“profoundly shocked and dis- 
turbed”) and American Mutual Insur- 
ance Alliance (“changes will be made 
piecemeal”). 

Arthur C. Mertz, general counsel, 
spoke for NAII, and Ronald K. Richey, 
manager of the legislative bureau, 
represented AMIA. 

The comments of Mr. Mertz and 
Mr. Richey were as could have been 
predicted. NAII has been a most ag- 
gressive advocate of change to a no 
prior approval approach, while the 
alliance has taken the position that 
any changes should be made on a state 
by state basis rather than through a 
uniform national approach. 

NAII offered a model bill to NAIC, 
and Mr. Mertz explained that the 





Hartford Group In 
Managerial Changes 


Hartford group has appointed W. 
Harold Rutherford and William H. 
Moloney managers of the western de- 
partment. 

Mr. Rutherford joined the group in 
1921 at Chicago. He was with the home 
office claims department from 1926 
until 1929, when he returned to Chi- 
cago. He was named superintendent 
of the claim department there in 1934 
and general attorney in 1942. In 1955 
he became manager of the western de- 
partment of Hartford Accident. 

Mr. Moloney joined the group in 
1946 at Chicago as marine special agent. 
He became assistant superintendent of 
the marine department in 1947 and 
superintendent in 1952. He was named 
assistant manager of the western de- 
partment in 1956 and manager in 
1960. 


D. C. Company-Agent 
Meet Produces Hope 


Optimism for improved communica- 
tions between agents and their com- 
panies was’ expressed in a statement 
issued after the Washington meeting 
of company executives and producers. 
The closed session was called to dis- 
cuss prior approval of filings and 
other proposed changes in rate regu- 
lation. 

The statement by Porter Ellis, Dallas, 
president of National Assn. of Insur- 
ance Agents, and by H. Clay Johnson, 
Royal-Globe, noted the differences of 
opinion between their respective in- 
terests on the rate question. These 
must be resolved and will be if lines of 
communication can be improved and 
kept open, they agreed. Mr. Johnson 
spoke for National Board, Inland Ma- 
rine Underwriters Assn. and Assn. of 
Casualty & Surety Companies. 

Guy E. Mann, Aetna Casualty, vice- 
chairman of American Insurance 
Assn., presided at the meeting which 
was attended by more than 100 agents 
and company officials. 

National Board has elected as mem- 
bers Kansas City F.&M. and Valiant of 
Dallas, an affiliate of Maryland Cas- 
ualty. This increases membership to 
213. 


memorandum accompanying it gave 
the reasons NAII believed such legis- 
lation would advance the cause of 
state regulation. Other proponents of 
subsequent review procedure offered 
their reasons for desiring this form of 
regulation. 

“It was our sincere belief... . that 
a prima-facie case had been made for 
those recommendations—or at least for 


further serious exploration of their 
merits by the (NAIC) subcommittee,” 
he declared. “This belief was suddenly 
shattered .... when the NAIC adopted 
a report by the Gerber subcommittee 
summarily rejecting all the pending 
proposals for expediting the basic fil- 
ing procedures.” 


No ‘United Front’ 


Mr. Mertz blamed the NAIC deci- 
sion in part on the failure of industry 
to offer a united front. “I do not sug- 
gest that we or the other proponents of 
the immediate use procedure have 
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necessarily come forward with the 
ideal solution or the only solution tp 
today’s regulatory problems—that we 
are dead right and any who disagree 
are dead wrong. But I do feel that we 
who have expended the effort neces. 
sary to develop and implement tan- 
gible, affirmative proposals of this 
type, and who have in good faith laid 
them on the table for all to see, are 
entitled to at least two simple con- 
siderations from others in the business: 

—‘One, that the proposals will be 
given fair, two-sided analysis before 

(CONTINUED ON PAGE 30) 
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Insurance Company of New York. 


YOUR MOTEL BUILDINGS — including all auxiliary 
buildings. 


YOUR MOTEL CONTENTS— including furniture, fixtures, 
equipment and all other business personal property. 


YOUR MOTEL PROFITS — Earnings from your motel 
operation. 


All may be covered against loss by fire, lightning and 
the perils of Extended Coverage. 


In addition, protection may be purchased against the 
perils of vandalism, malicious mischief, falling ob- 
jects, weight of ice, snow or sleet, collapse of build- 
ings, and electrical currents artificially generated, 
with limited protection against the perils of water 
damage, boiler explosion, and machinery breakage. 


anything less! 


Fe HOME 





Such a grea 


You know quality when you see it. No wonder you and your fellow motelmen all across the country hd o 
given The HomE’s Motel Policy such a warm welcome. You’ve made it the motel insurance policy —al 
overnight! For this is the package that gives you more protection where you need it most—at substan 
savings—all backed by one of the world’s strongest, most distinguished insurance companies, The He 


LOW-COST PROTECTION 


"| MHIIC® |PlLAN— easiest way ever to finance | 
HOME’S great, new Motel Insurance, 


Famous THICO PLAN lets you pay the way you want—monthly, quarterly, 
annually or seasonally in amounts which can be spread over the term of 
your policy! There’s nothing else like either THICO PLAN or this new Motel # 
Policy, both available only through your HoME Agent. Don’t settle for | 


ACT NOW — See your Home Agent or write for further information | 
today. Address Public Relations Department, 


Srsurance Company 

















IF DESIRED: Signs and Glass—Against “‘all risks” of 
Motel Contents—Against burglary and theft 
Money and Securities—Against ‘‘all risks” of loss, 


YOUR LIABILITY—The liability you have in opera 
your Motel due to accidents and occurrences w 
injure other people or their property. 


All in this one policy from The Home! This is 
so many motel owners already have it —Thi 
why you should get all the details on it now from 
HOMEtown Agent. He’ll be very glad to s 
you how this powerful protective package car 
dovetailed expressly into your operation. And be 
to ask him about... 










Property Protection since 1853 
59 Maiden Lane, New York 8, N. Y. 
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Bronx D.A. Seeks 
Tougher Claim Work 


The Bronx district attorney, Isidore 
Dollinger, and a grand jury that has 
peen investigating tow car abuses in 
the borough met with representatives 
of automobile insurers and urged them 
on. | establish more stringent BI and PHD 





oan claims handling. The seven-month in- 


‘| quiry by the grand jury has uncovered 
many false claims, fake accidents, and 
grossly padded repair charges. Mr. 
Dollinger indicated that with the con- 


FeaNATIONAL UNDERWRITER 


nivance of lawyers, doctors, tow car 
operators, automobile repair shops, ad- 
justers, agents and brokers, the com- 
panies are being mulcted of millions 
of dollars a year. 

A temporary committee of 18 insurer 
executives representing stock compan- 
ies, mutuals, and independents has 
been looking into the problem for sev- 
eral weeks at Mr. Dollinger’s invitation. 
Now a permanent committee will be 
set up consisting of insurance people, 
members of the district attorney’s of- 
fice, and others, to study the matter. 

The grand jury and district attor- 


ney indicate a belief that stricter claim 
and loss handling controls can reach 
and solve a much greater part of the 
problem than they can do. 

At the same time that insurers are 
being asked tighten up on automobile 
claims payments, representatives of 
labor, law, and medicine have been 
criticizing the state workmen’s com- 
pensation board and its chairman, Ss. 
E. Senior, for tightening up WC pro- 
cedures and payments. Among the 
charges are that commissions to pro- 
ducers, reserves for catastrophes, and 
administrative costs are too high. 
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R. A. Hardison Becomes 
President Of Sequoia 


Vice-president Robert A. Hardison 
has been advanced to president of Se- 
quoia of Menlo Park, Cal. He succeeds 
William P. Evart, who recently retired 
after nine years as president. 

Mr. Hardison is also a vice-presi- 
dent of Ventura County Mutual Fire. 
He has been with California County 
Mutual Fire companies for many years 
and was an organizer of Sequoia in 
1946. 

Other officers elected are Thomas E. 
Andrews, executive vice-president and 
general manager; Vernon H. Vawter, 
secretary, and Harold W. Madden, 
treasurer. 


May Test N.C. Ban 
On Auto BI Deviations 


At a hearing in Raleigh on devia- 
tions for the year beginning Sept. 1, 
R. H. Matthias, general counsel of 
State Farm Mutual, and Charles J. 
Komaiko, associate counsel of Allstate, 
contended that the recently enacted 
law prohibiting auto liability rate de- 
viations is unconstitutional. Represent- 
atives of Nationwide and Government 
Employees agreed with the contenion. 
The four companies are among 10 
which have been deviating on the line 
in North Carolina. 

Commissioner Gold declined to enter 
the statements as part of the record he 
will consider. He asserted he will fol- 
low the law and disallow the devia- 
tions. However he agreed to let the 
record show what the contentions 
would have been. This paved the way 
for an appeal by the contending com- 
panies. 

Mr. Matthias and Mr. Komaiko stated 
that the new law will force independ- 
ent companies to charge high uniform 
prices, and that federal law “expressly 
prohibits coercive price fixing as con- 
templated by the North Carolina act.” 
They cited the McCarran act and said 
that both federal and state constitu- 
tions give companies the right to offer 
insurance at rates lower than that set 
by the rating bureaus. 

All told, 22 companies applied for 
deviations, but only 10 in auto liabil- 
ity. There was no opposition to the ap- 
plications for deviations in other lines, 
and a favorable decision is expected 
from the commissioner. 


Heart Of America 


Elects J. R. Hogsett 


Joseph R. Hogsett, attorney, was 
elected most loyal gander of Heart of 
America pond of Blue Goose at the 
annual meeting at Kansas City. 

Other new officers: E. L. Burkhardt, 
General Adjustment Bureau, supervi- 
sor; D. D. Patterson, Crum & Forster, 
custodian; Robert N. Line, Burnsworth 
Hudgens Construction, guardian; E. B. 
Sweitz, Sun-Atlas-Royal Exchange, 
keeper, and Martin Moynihan, Rough 
Notes, wielder. 


Allstate Motor Club 
Membership Grows 


Membership in Allstate Motor Club 
in its first two months of existence is 
more than 40,000. This organization, 
which has the same officers as All- 
state Ins. Co., is understood to be two 
months ahead of its projections on 
membership. 

Some insurance observers have 
pointed out that every Allstate insured 
is a potential member of the motor 





club and vice versa. 


6 


Miss. Agents Told 
Of System’s Future 


A throng of approximately 400 at- 
tended the annual meeting of Mis- 
sissippi Assn. of Insurance Agents at 
Edgewater Park. 

William L. Harry, Columbia, was 
named president to succeed Henry 
Jones, Columbus. Harold Eustis, 
Greenville, was elected vice-president 
and Robert E. Bobo Sr., Clarksdale, 
was renamed state national director. 
Clant M. Seay was continued as sec- 
retary-manager. 

In a free wheeling talk, Stafford H. 
Warner, vice-president of E. H. Crump 
& Co., Memphis, and member of the 
NAIA executive committee, described 
the new way of life that has come to 
the agency system. Mr. Warner was 
optimistic that the system could hold 
its own in spite of inroads made in 
recent years by direct writers. 

He was critical of the Washington 
meeting last week to which agency 
representatives had been invited by 
companies. Mr. Warner saw little val- 
ue “in a situation in which the com- 
panies had determined upon a pre- 
conceived policy, and felt that their 
only job was to convince agents of 
the value of that policy.” He was al- 
so critical of the electronic age, stat- 
ing that no matter how highly mech- 
anized home office operations might 
become, the machines still could not 
sell a policy and cope with the vag- 
aries of insurance buyers. 

Mr. Warner also noted that it is 
impossible for the average agency to 
adapt its accounting procedures to the 
varying company systems. He said 
that instead of the agent making out 


his 
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own account current as in the 
past, he is now being billed at the 
end of the month by companies. Dif- 
ferent company methods create con- 
fusion. Rather than taking the load 
off the agents’ operating expenses, 
this has actually created an additional 
burden. In Mr. Warner’s office, an 
additional person had to be put on 
the payroll to handle electronic bil- 
lings. 

Dave Johnson, Pensacola, projected 
a pattern of agency operations in the 
1960s. He is confident that agents will 
endure and become stronger although 
he foresees disappearance from the 
business of some one and two man 
agencies. Mr. Johnson made his peer- 
less pitch for the Big I program and 
received a standing ovation. 


Reports On Meeting 


Mr. Bobo reported on events at 
the meeting of the state national di- 
rectors in Philadelphia. He empha- 
sized the importance to agents, the 
public and possibly to companies, of 
continuing with prior approval. He 
said that continuing progress is being 
made in connection with the Big I and 
that plans for 1962 looked even bet- 
ter than past programs. He indicated 
that there are also plans for enabling 
companies to participate in this pro- 
gram and that further consideration 
will be given this project at the an- 
nual NAIA meeting in September in 
Dallas. 

In his talk, Commissioner Davis said 
that the present Mississippi excess 
lines law is inadequate and needs 
clarifying. He pointed out that at pres- 
ent the agent merely states he is un- 
able to place excess coverage with an 
admitted company and then proceeds 
into the non-admitted market. He ad- 
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Exchanging con- *® 
gratulations on THE BIG 
Aetna Casualty’s 
countrywide “Big 
Production” sales 
campaign are, left 
to right, Henry S. 
Beers, president; 
H. D. Van Gils, 
vice-president, 
agency depart- : or 
ment; Edward F. 
Gebelein, assistant 
secretary, who di- 
rected the cam- 3 
paign, and Guy E. 
Mann, senior vice- 
president. The 
company wrote 
more than $14.2 
million in new pre- 
miums during the 
five-week cam- 
paign. More than 
81,000 applications 
for new policies 
were written. In 
addition, a special 
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campaign conducted at the same time in the automobile field produced 27,800 
new auto policies, nearly 12,000 of which were for the company’s new Auto- 
Rate safe driver cover. The divisional winners in the campaign were offices in 
Hartford, Washington, New Orleans, Minneapolis and Springfield, Ill. 





vocated that agents be required to 
make an affidavit that they have tried 
to place excess business with other 
companies and failed. Mr. Davis also 
asked for the cooperation of the asso- 
ciation in securing legislation to tight- 
en the licensing law. He feels that 
this would enable his department to 
improve the quality of agents. 

The convention adopted a resolu- 
tion urging Factory Insurance Assn. 
to improve the competitive situation 
of its members by improving rating 
requirements in connection with rat- 
ing schedules for highly protected 
properties. 

Another resolution put the associa- 
tion solidly behind the prior approval 
principle, in line with the position of 
NAIA. The association asked the state 
insurance commission to clarify its re- 
cent order in connection with the 
automobile assigned risk plan, which 
provided for a $5 “expense constant” 
factor to be charged and retained by 
the producing agent. 

Named as directors were Mr. Jones, 
Derwood Boyles, Jackson; Clyde Dam- 
peer, Newhebron; Ellis Koonce, Tun- 
ica; Harry L. Williams, Corinth, and 
Parker Rhett, Biloxi. 

A by-law amendment was passed, 
providing for a reorganized conference 
committee, consisting of nine men, 
which would act for the association 
in conferences with companies, bur- 
eaus and regulatory officials. 





Stewart, Smith & Co. 
Appoints Van Brunt 


John W. Van 
Brunt has joined 
Stewart, Smith & 
Co. as fire and in- | 
land marine un- 
derwriting super- | 
visor. His duties | 
will include direc- 
tion of facultative 
reinsurance opera- 
tions 

Mr. Van Brunt 
was Manager of 
the metropolitan 
New York fire un-} 
derwriting department of Fireman’s 
Fund. Before that he was with Home 
for 10 years. | 


John W. Van Brunt 





Reliance Exchange Moves | 


In connection with the share for 
share exchange offer of Reliance to 
shareholders of Standard Accident, 
more than 95% of the latter’s shares, 
have been exchanged for Reliance 
stock. The offer has been extended 
to Sept. 30. 


William H. Taylor has joined John 
C. Kemp, New York brokers, as vice-| 
president. He was formerly with Con- 
necticut General Life as a brokerage) 
consultant in Boston and New York. 





PERSONALIZED PROFESSIONAL PLACEMENT —COAST TO COAST | 
INSURANCE PERSONNEL EXCLUSIVELY — YOUR BEST SOURCE OF PLACEMENT 





MANAGERIAL OPENINGS 
N723—MID-ATL.—MULT. L. EXEC.—$18,500 


Home Office background of at least 12 years; 
thorough background major administrative areas 
—filings, policy forms and general managerial 
activity. 


N724—M. WEST—CAS. ACTUARY—$16,500 


Age to 40. Associate or Fellow. Experienced in 
Property lines—Fire, Homeowners—some latitude 
in job specifications. 


N725—E.—MULT. L. CONTROLLER—$15,000 


Age to 45. Min. 10 yrs. current Home Office ex- 
perience. Wide background preparation annual 
statements, tax reports, etc. 


N726—M. WEST—REINS. UND. MGR.—$10,500 
Age to 35. College degree. Seven years Fire/Allied 
Lines Commercial, surplus lines experience. 

N727—S.E.—MULT. L. PROD. SUPV.—$10,000 


Age to 35. College degree. A background of at 
least 7 years Direct Writing production experi- 
ence record or pronounced potential. 





N728—W. CST.—ASST. CONTROLLER—$9,500 


Age to 45. At least five years Home Office Con- 
troller Dept. experience. Annual Statements, tax 
reports, etc. 


N729—M. WEST—JR. CAS. RESEARCH SUPV. 


—$9,000 


Age to 35. College Grad. Min. 4 years Home Office 
Research experience. New Department in medium 
sized company with pronounced potential. 


N730—OHIO—CAS. UND. SUPV.—$8,000 


Age to 42. Seven years exp. acquired with Ameri- 
can Agency System Company. Auto-Fire-Light 
Comp. and Marine. 





DIVERSIFIED OPENINGS 


N731—W. CST.—LLOYDS DEPT. MGR.— 
$12,500 
Age to 40. Min. 7 years Lloyds Prod/Und. exp. 


N732—W. CST.—CAS. UNDR. SUPV.—$9,500 
Age to 40. College degree mandatory. Heavy 
background in supervisory or managerial capacity 
—all Casualty lines. 


N733—ILL.—CAS. SPEC. AGT.—$8,000 


Age to 35. College degree. Five years Agency 
System Company experience—Comp. and Liability. 
Housed in Chicago. 





quiries handled confidentially. 





330 S. Wells 


Please mention job number in your response. Write for our brochure “HOW WE OPERATE.” All in- 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


Chicago 6, Illinois 





N734—CHGO.—CAS. CLMS. SUPV.—$8,000 
A-1 Company establishing Chicago Branch Office. 
Age to 40. Seven years diversified Cas. Clms. exp. 


N735—CHGO.—FIRE/MAR. LOSS SUPV.— 
$8,000 

Minimum 5 years experience (inside basis) loss 
experience. 


N736—TEXAS—MULT. L. SPEC. AGT.—$8,000 


Age to 35. Coll. degree mandatory. Min. 5 yrs. 
Texas Multiple Line field experience, acquired 
with American Agency System Company. 


N737—MID-ATL.—PERSONNEL ASST.—$7,500 
Age to 35. College graduate. Minimum two years 
insurance personnel experience. 

N738—MICH.—JR. MULT. L. AGT.—$6,500 


Age to 30. Two to three years field experience in 
Fire/Allied Lines and Casualty. 
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Nationwide Wins Court 
Battle Over Use Of Its 


‘Securance’ Advertising 


COLUMBUS, O.—A ruling in favor 
of Nationwide has been returned by 
the Sandusky common pleas court. The 
ruling followed an attempt to prevent 
Nationwide from using the word “Se- 
curance” in its advertising. 

Nationwide employs the word to de- 
note the insurance, financing, and sav- 
ings services it offers. “Securance” ad- 
vertisements first appeared in Febru- 
ary, 1960. 

Securance Service Inc., which oper- 
ates insurance agencies in Woodville 
and Gibsonville, O., had sought to per- 
manently enjoin Nationwide from us- 
ing the word. Securance Service main- 
tained it had prior rights to “Secur- 
ance.” 

Securance Service secured a tem- 
porary restraining order, but the in- 
junction was dissolved when plaintiffs 
failed to post bond to protect Nation- 
wide against loss due to a break in its 
ad program. 

In presenting a 16-page opinion on 
the issue, Judge Gabel said “The court 
gets the impression from the evidence 
that the plaintiffs saw an opportunity 
to capitalize upon the use of the word 
by the defendants. ...’ He ordered 
plaintiffs to pay the court’s costs. 

A cross petition filed by Nationwide, 
asking that the “Securance” service 
mark registered in Ohio by the plain- 
tiffs be canceled, was also granted. 
Nationwide contended the registration 
should be nullified on the ground that 
it was submitted after the insurance 
company began using “Securance.” 


Marbury Is Springfield's 


Managing Agency In La. 

Springfield has appointed William A. 
Marbury & Co., managing general 
agency at Ruston, La., to supervise all 
phases of the company’s property and 
casualty business in that state. Parker 
Wiggins, Louisiana state agent, has 
joined the agency. 

Mr. Wiggins, who will continue to 
serve Springfield agents, is vice-presi- 
dent of Capital Stock Insurance Assn. 
of Louisiana. He is past MLG of Loui- 
siana Pond of Blue Goose and a past 
president of Louisiana Fieldmen’s Club 
and of Insurance Club of New Orleans. 


Finn In Two-State Field 


_ Grain Dealers Mutual has trans- 
ferred Special Agent E.C. Finn from 
Oklahoma to Denver, where he will 
handle the Colorado-Wyoming terri- 
tory. He has been in insurance 29 years 
and has been special agent for Okla- 
homa since joining the company in 
1953. 


Hancock In Tex. Field 


Traders & General has appointed 
Glenn Hancock special agent at Hous- 
ton. He has been with the Jess Thorn- 
ton agency of Big Spring, Tex. 


Roane Buys Tri-State 

John Roane, Baltimore adjuster, has 
purchased Tri-State Adjustment Co., 
of Bristol, Va. William White, who 
operated Tri-State, is entering the 
agency business. 


Steeneck Retires At Home 


Henry J. Steeneck, manager of Home 
at New Haven, has retired due to rea- 
sons of health. He joined the company 
in 1921 as an auto physical damage 
adjuster at New Haven and has been 
active in the Connecticut field since 
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then. He is a past president of Con- 
necticut Field Club. He will be hon- 
ored at a testimonial dinner June 28 
at the Waverly Inn, Cheshire, Conn. 


Mass. Brokers Elect 


At its annual meeting in Boston, In- 
surance Brokers Assn. of Massachu- 
setts elected James Cantor, Lowell, 
president; Frederick M. Bubier, May- 
nard, Rodney C. Powers, Boston, and 
David J. Trombly, Indian Orchard, 
vice-presidents; and Hugh M. Chapin, 
Boston, secretary-treasurer. 
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Fla. Tornado Costs 
More Than $100,000 
In Aircraft Losses 


The tornado that swept across Bro- 
ward Airport at Fort Lauderdale, Fla., 
May 26, left some 50 airplanes on the 
aprons a mass of tangled wreckage. 
Sunny South, largest Cessna distributor 
east of the Mississippi, and Aircraft 
Services, a local Fort Lauderdale deal- 
er, were hard hit. 

Aircraft of the two companies are 
insured by United Benefit Fire, which 







oie 
ORK 


iple-line facilities 


7 


within a matter of hours had three ad- 
justers on the spot. Settlements were 
made immediately for more than $100,- 
000 for 10 total losses on brand new 
aircraft, plus a number of partial losses. 
Snodgrass Joins Selman 

Ray C. Snodgrass has joined Selman 
& Co., managing general agents of 
Tulsa, at the Oklahoma City office. 





Buffalo has moved its New York of- 
fice to 100 William Street. The claim 
department will continue to operate at 
Baldwin, N. Y. 
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With the addition of Life and Accident and Health to our 


long established and growing capacities in strategic per- 


sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 
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90 John Street, New York 38, New York 


Manager 


Life Insurance, Accident & Health, Group Insu 


THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Affiliate of FEDERAL INSURANCE COMPANY 


Aviation Insurance through Associated Aviation Underwriters 


pov lee 


FEDERAL INSURANCE COMPANY + VIGILANT INSURANCE COMPANY + THE MARINE INSURANCE CO., LTD. - THE SEA INSURANCE CO., LTD. 
: LONDON ASSURANCE (MARINE DEPT.) + ALLIANCE ASSURANCE CO., LTD. 


through 








State Farm V-P 
Opposes Restrictive 
Licensing Laws 


Vigorous resistance to restrictive 
qualification laws for insurance agent 
licensing was advocated in a speech by 
A. W. Tompkins, agency executive 
vice-president State Farm Mutual 
Auto, before the CPCU Institute at 
Lawrence, Kan. 


Must Have Manpower 


Private insurers can hold their own 
only if they have sufficient manpower, 
properly trained, to serve the market, 
Mr. Tompkins said. If the industry is 
to fulfill its role in the economy, fur- 
ther restrictive qualification laws—de- 
signed io curtail and reduce the num- 
ber of qualified agents—must be re- 
sisted. An analysis of qualification 
laws shows two main purposes in 
them, he declared: Determination of 
trustworthiness of the applicant, and 
determination of the  applicant’s 
knowledge of insurance procedures. 

“It’s a basic fallacy to think a man 
who passes a difficult casualty insur- 
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ance exam automatically becomes an 
agent qualified to serve the public,” 
he said. “It’s agreed by all that an 
agent has a trust and fiduciary rela- 
tionship with both client and com- 
pany and therefore should be thor- 
oughly examined as to his basic moral 
character and background.” 


Exam Isn’t Enough 


Mr. Tompkins believes that while 
passing a difficult, complicated exam 
may indicate a man is good at memory 
work, it does not mean automatically 
that he can serve the insurance public. 

The quality of this service, he com- 
mented, is directly related to the train- 
ing and educational programs deve- 
loped and required by his company. 
Companies which can and do have 
adequate agency training courses 
should be permitted to continue those 
courses rather than be required to util- 
ize college or other institutional 
courses. Insurance departments should 
set standards which companies can 
comply with in their own courses. 

“The insurance industry is an inte- 
gral part of the American economy,” 
Mr. Tompkins concluded. “The pressing 
need today in expanding our economy 


is more agents—not fewer. Further 
restrictive qualification laws should be 
vigorously resisted if we are to enable 
the insurance industry ... to fulfill 
its potential destiny.” 


Ill. Field Men Name 
Fitch President 


Robert D. Fitch, U.S.F.&G., has been 
elected president of Illinois Capital 
Stock Insurance Assn. Also elected at 
the annual meeting at Springfield 
were John Semple, American Home, 
and Robert Luecal, Crum & Forster, 
vice-presidents, and Mrs. Joan Dar- 
neille, secretary-treasurer. 

An award for public relations work 
went to Donald E. Arenz, Aetna Fire, 
for the second consecutive year, and 
an award for outstanding service was 
given to Bernard Jacobs, American, 
outgoing president. 

George J. Nicoud, executive director 
Illinois Assn. of Insurance Agents, was 
the speaker and thanked the field men 
for the help they have given his organ- 
ization. Also on the program was Roy 
O. Matson, manager Illinois Inspection 
Bureau, who explained some of the 
new package policies. 
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Manufacturers ... distributors... retailers... warehouses . . . serv- 
ice industries . . . from small proprietorships to large corporations 
... Valued Use & Occupancy coverage protects every size and kind 


of business. 


It provides the assurance that income will continue, even in the 
face of damage or destruction of business property . . . and with 
possible tax savings over standard forms of Business Interruption 


coverage. 


Valued U&O is a versatile and flexible 
cover. It can be tailored to the specific 
needs of your assured or prospect .. . 
and we have the broad experience to 
do this “tailor-ing” job, for you. Call 
or write 





MARKETS 


EXCESS LIABILITY ANY NATURE - 
FORMS OF LIABILITY INSURANCE - 
OVER-AGE PERSONAL ACCIDENT + EXCESS MOTOR TRUCK CARGO - INLAND MARINE + REINSURANCE 


175 West Jackson Boulevard « 


Teletype: CG 1301 








FIRE AND ALLIED COVERAGES - 
MALPRACTICE LIABILITY + 


Chicago 4, Illinois « 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon 
Chairman 


Jay W. Gleason, C.P.C.U. 
President 


OL&T, PRODUCTS AND ALL 
GROUP ACCIDENT & SICKNESS 


WaAbash 2-8544 
Cable: JONESSON-CHICAGO 


Security & Exchange 


million addition to 
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Early President Of 
Farmers Exchange 
Attorney-In-Fact 


Robert E. Early, 1st vice-president, 
has been elevated to the presidency of 
Farmers Underwriters Association, at- 
torney-in-fact for Farmers Exchange. 

The 43-year-old president started 
with the organization in 1942 as a 
claims representative. He subsequently 
served as trial attorney, general coun- 
sel, southwest regional manager and 
administrative vice-president. 


Hanover Will Issue 
150,500 Common Shares 


Hanover has filed a statement with 
Commission 
seeking registration of 150,500 shares 


of stock, to be offered for public sale 


on an all or none basis through under- 
writers headed by First Boston Corp. 
and R. W. Pressprich & Co. 

The sale of the shares will enable 
the company to add to its capital, de- 
pleted by acquisition during 1960 of 
stock of Massachusetts Bonding. Han- 
over has 853,360 shares outstanding, 
of which Insurance Securities of San 
Francisco owns 88,000. 


Nw National To Build 
$2.75 Million HO Addition 


Northwestern National will start 
construction in November of a $2.75 
its home office 
which will more than double the floor | 
space. 

The original building, occupied in | 
1906, will retain its French Renais- 
sance flavor, but five floors will be 
added to an addition put up in 1929. 
Construction time is estimated at about 
one year. 


Simpson Named President | 
Of Indiana Field Club 


Marvin Simpson, London & Lanca- 
shire, was elected president of Indiana| 
Capital Stock Insurance Assn. at the 
annual meeting in Indianapolis. Jo- 


John F. Kennedy, Crum & Forster, 
left, outgoing president of Indiana Cap- | 
ital Stock Insurance Assn., is presented 
a plaque in recognition of his services 
to the association by Walter G. Dith- 
mer, midwest regional director of In- | 
surance Information Institute. Looking | 
on (center) is Marvin Simpson, Lon- 
don & Lancashire, new president of the 
field club. 


seph A. Kenny, Phoenix of London, is 
vice-president; Victor <A. Belinski, 
Hanover, secretary-treasurer; and W. 
E. Peterson, Royal, public relations 
chairman. 

John F. Kennedy, Crum & Forster, 
was presented a plaque in recognition 
of his services as president during the 
past year and E. P. Ressler, National 
Union, was named man of the year. 
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By Every month thousands 
more families choose 


. x NEW YORK LIFE! 








o- | Year after year, this demonstrated confidence in New York Life’s 
products has meant increased commissions for brokers— 


and it can for you, too! There’s a plan for every prospect, and 





4 your selling efforts are supported by New York Life’s 
continuous advertising program. New York Life also provides 


the services of salaried brokerage specialists, located 





Sr, in major markets, whose full-time job is working with you. 

p- 
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h- | Get all the facts today! Write: Brokerage Division “Eager to Serve” 3 


: wylie New Yor kK Life Insurance queue 


51 Madison Avenue, New York 10, N.Y. 


om Life Insurance + Group Insurance + Annuities » Accident & Sickness Insurance + Pension Plans 
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IAHU Brought Up To 
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Date On Education, 


Training, Research, Legislation, PR 


By ROBERT B. MITCHELL 


NEW YORK—Five authorities in 
their respective fields brought mem- 
bers attending the annual convention 
of Iniernational Assn. of Health Un- 
derwriters up to date on happenings 
in health insurance education, training, 
sales research, legislation and public 
relations. 

Discussing education, President 
Davis W. Gregg of American College of 
Life Underwriters said several factors 
seem to explain the logic and the tim- 
ing of the decision that the college 
should accept the responsibility of 
providing college level education for 
health insurance personnel. In fact, 
health and life insurance are so closely 


allied that perhaps it would be ap- 
propriate to use some super-generic 
term such as “life value insurance” to 
describe the over-all field of life and 
health insurance, he said. 

A second factor is tied to the rapid 
growth of health insurance in recent 
years, bringing greater economic and 
social responsibility and the need for 
collegiate-level professional-type edu- 
cation. Life insurance went through 
this stage about three decades ago. 


Public More Sophisticated 


Also a factor is the greatly increased 
interest of the life insurance industry 
in health insurance in recent years. A 
fourth factor is the public’s increasing 
sophistication with reference to health 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MFRS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 











NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS « « « e 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
e e e e LARGE SINGLE RISK CAPACITY « « « ¢ 
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insurance, creating a need for better 
educated personnel. 


A final factor is that as health 
insurance personnel are upgraded, in- 
evitably they seek professional level 
recognition along with their profes- 
sional level education. The public needs 
some yardstick to measure the com- 
petence of the health insurance per- 
sonnel who serve it. This is available 
only through a professional designa- 
tion properly administered through an 
independent educational institution. 

Though a _ special designation for 
health insurance was considered, it 
was decided that it was best to stick 
with “CLU,” since a great variety of 
designations might confuse the public, 
and the fine academic acceptance of 
“CLU” might be jeopardized. 

“You as health insurance under- 
writers have a considerable stake in 
the American College’s greater em- 
phasis on health insurance,” said Mr. 
Gregg. “It offers real promise to you 
in your personal development and in 
our drive to gain public acceptance 
as professional practitioners ... You 
should never forget that ‘education 
treats men not as they are but as they 
are capable of becoming.’ Inevitably, 
education can serve as a great ally to 
you in gaining greater success in your 
career and in better serving the health 
insurance needs of the American pub- 
lic.” 


Powell Covers Training 


Loran E. Powell, managing director 
of Life Underwriter Training Council, 
said that “all in all, we believe we 
have some pretty good health insur- 
ance sales training available. 

“The big problem, as we at LUTC 
see it, is that despite all the training 
available, only a comparative handful 
actually engages in organized health 
insurance training programs’ each 
year,” he said. “It’s difficult to under- 
stand. For example, some men object 
to a health training course because 
their companies consider health insur- 
ance as a second line product. There- 
fore, they say, they want to concen- 
trate on the primary line—life. Others 
representing companies that consider 
health as their first line also resist 
health insurance sales training be- 
cause ‘we specialize in health already, 
we're continually motivated to sell 
health coverages. What we need is 
training in our “second” line, since our 
companies generally do less training in 
this area.’ 

“So these two diversely oriented 
groups resist health insurance sales 
training for exactly opposite reasons. 
The net result is that neither group 
pursues the health insurance training 

(CONTINUED ON PAGE 22) 
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Eight Officers Named | 
By Federal Mutual And 
Am. Manufacturers 


American Manufacturers Mutual and 
Federal Mutual have appointed six 
new officers and promoted two others. 

New officers of American Manufac- 
turers are James S. Kemper Jr., vice- 
chairman; W. R. White, vice-president; 
R. P. Palmer, secretary; and B. R. 
O’Brien, assistant secretary. C. A. Kira- 
cofe has been promoted from assistant 
general counsel to general attorney. 

Federal Mutual has named C. M. 
Rowley, chief fire engineer, F. W. 
Cornelius assistant secretary, and B. R. 
O’Brien assistant secretary. 

R. C. McCullough has been elevated 
from assistant general counsel to direc- 
tor of research of both companies. 

Mr. Kemper also is vice-chairman 
of American Motorists and Lumber- 
mens Mutual Casualty. Mr. White 
heads the Kemper organization’s na- 
tional risk department and Mr. Palmer 
the agency production department. 
Mr. O’Brien is assistant fire division 
manager for New England. 

Mr. McCullough, in his new position, 
will be transferred to Chicago from 
Summit, N. J. 

Mr. Rowley is also chief engineer 
for American Manufacturers, and Mr. 
Cornelius is an executive assistant in 
the Kemper fire division at Chicago. 


United Pacific Opening 
Minneapolis Bond Office 
United Paciic will open a bond office | 
sometime after July 1 at Minneapolis to | 
serve Minnesota, the Dakotas and 
parts of Wisconsin and Iowa. In 
charge will be William J. Cotter, who 
has been fidelity and surety manager 
at Spokane since 1959. He has been 
with the company since 1952. | 


New Hampshire In Changes | 


New Hampshire has transferred G. 
Robert Barcome from casualty under- | 
writer at Boston to underwriter at 
Springfield. Roland F. Drew, state 
agent, will be in charge of the produc- 
tion of casualty as well as fire and | 
allied lines. 

The Philadelphia office has been 
moved to 8045 West Chester Pike, 
Upper Darby. 





Jackson Puddle Elects Officers 
Newly elected officers of the Jackson 
(Mich.) puddle of Blue Goose are: 
John P. Dahl, Hartford Fire, big toad; 
David H. C. Morris, Great American, 
pollywog; Howard W. Pipher, Hart- 
ford Fire, croaker, and Rexford H. 
Pierson, America Fore, bouncer. 








SERVICE 


SERVICE to the agent 


A tradition with the Buckeye Union Group 


Multiple Line Stock Companies 


Buckeye Union Casualty Company 


Buckeye Union Fire Insurance Company 


Mayflower Insurance Company 





Home Offices: Columbus 16, Ohio 
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FIRE DEDUCTIBLES UMBRELLAS 


| 

PARASOLS EXCESS LIMITS 
| PACKAGE POLICIES AVIATION 
| 


STAR PERFORMER 
for 
| BIG RISKS! 
I 


Need a lift, Sir, on those particularly complex, jumbo risks? 


| Leo B. Menner & Company is a large line specialist. Year-in 
and year-out we prove our exceptional strength in this area 
| of underwriting to hundreds of America’s top producers. 
Always of primary concern is the magnitude of our obliga- 

| tion to fit the scope of these enlarged responsibilities. 
| 


Viewed in this perspective, Leo B. Menner & Company 
evaluates its performance from both an academic and sales 
standpoint. Our watchwords are accuracy,.thoroughness and 
flexibility. We combine these elements with a special recog- 
nition that the producer is working in highly competitive 
surroundings where plans and actions need both understand- 
ing and speed. 


Leo B. Menner & Company is aware that deliberation and 
planning are necessary in developing good teamwork between 
a Lloyd’s representative and the producer. We direct our 
efforts toward that end. It is a basic tenet in our philosophy. 
What better source could you have for your new and renewal 
business than Leo B. Menner & Company? We always do 
the “impossible,” of course! 


We serve agents, brokers 
and insurance companies. 


Insurance at 
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LEO B MENNER «& COMPANY, ive 


(LEO B. MENNER IN KENTUCKY, INC.) 


BOARD OF TRADE BUILDING 141 WEST JACKSON BOULEVARD + CHICAGO 4 
PHONE » WEBSTER 9-7565 


REINSURANCE 
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Direct Billing Is Termed Key 


To Acquiring Personal Lines 


Far from weakening the agent’s per- 
sonal contact selling strength, direct 
billing actually frees the agent to the 
point where he can work out a more 
aggressive and thorough coverage of 
potential buyers, Woodward Melone, 
vice-president Fireman’s Fund, told the 
Oklahoma City convention of Okla- 


homa Assn. of Insurance Agents. 


ee 











FALL 
Home inspection during Fire Prevention Week 


THE HARTFORD 


INSURANCE GROUP 


Hartford 15, Connecticut 


In his speech, “Joint Venture,” Mr. 
Melone discussed some of the difficul- 
ties the agency system is having these 
days. He said that while there is little 
disagreement with the basic fact that 
agent and company alike are in busi- 
ness to make money, there is consider- 
able disagreement as to how this joint 
venture can best realize its potential 
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HARTFORD FIRE INSURANCE COMPANY 
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profit. 

Better communication between agent 
and company was Mr. Melone’s first 
suggestion. He noted that other highly 


competitive industries, despite their 
varying independent, competitive 
programs, have found a common 


ground for promotion of their individ- 
ual interests through consumer re- 
search, product research, and market- 
ing techniques developed on an indus- 
try basis. 

His second recommendation was co- 
operation. Companies, he said, through 
the medium of questionnaires or meet- 
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SPRING 
Helping with local Spring Clean Up 


¢ HARTFORD ACCIDENT AND INDEMNITY 
HARTFORD LIVE STOCK 
CITIZENS INSURANCE COMPANY OF NEW JERSEY »+ 
YORK UNDERWRITERS INSURANCE COMPANY * TWIN CITY FIRE INSURANCE COMPANY 
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ings, are today soliciting the agents’ 
views as salesmen in respect to the 
nature of the products. Does it not 
seem logical and already overdue, he 
asked, that agents, on their part, should 
provide an assist in this effort to im- 
prove the products. 

Turning to direct billing, Mr. Mel- 
one said that almost everyone agrees 
that the insurance buyer no longer goes 
to the agent when he needs simple 
personal coverage—somebody comes 
to him. The trick, however, is to get 
to the buyer first. 

Mr. Melone asked: If the agent is 
truly dedicated to stimulating his pros- 
pective client to purchase, shouldn’t 
he be in the position of applying 
maximum sales effort, untarnished by 
the bill collector’s approach. If direct 
billing and continuous policies on cer- 
tain personal coverages can reduce 
costs so that savings in money may be 
made as well as savings in that most 
priceless element, time, should not 
these be adopted. 

The responsibility of the companies 
in perfecting these mechanical innova- 
tions is very great, Mr. Melone noted. 
Direct billing offered must be workable 
for the agent as well as for the insured. 
Failures of mechanical processes are 
even less acceptable to the public 

(CONTINUED ON PAGE 20) 





Importance Of Disability 
Income Is Stressed 


William Smith, assistant manager 
Retail Credit, San Antonio, addressing 
San Antonio Health Underwriters 
Assn., urged his listeners to sell disa- 
bility income protection—and in suf- 
ficient amounts to provide reasonable 
income. 

Mr. Smith said that far too often a 
policy is sold which provides for only 
$50 per month when one providing at 
least $200 should have been sold. 

“He enumerated some cases where 
inadequate protection had been pro- 
vided. A barber had suffered a stroke 
which left him unable to move except 
with the aid of a walker. While the 
man had life insurance with a waiver 
of premium clause, income protection 
had not been provided. As a conse- 
quence, this man and his wife had 
to move from a good residential sec- 
tion to a much poorer one—and the 
wife now launders clothes for their 
living. 

Mr. Smith said that while people are 
more income conscious these days, it 
is up to the agent to sell them ade- 
quate coverage. He also stressed the 
importance of securing all informa- 
tion when writing the application so 
that when a claim arises there will 
not be any charge of misrepresenta- 
tion and denial of claim. 


OTIS CLARK & CO. 
LOT IVILI ITE 


FACULTATIVE 


TREATY 
* 
EXCESS 
* 
206 SANSOME ST. 
SAN FRANCISCO 4 
PHONE EXBROOK 2-S168S 
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Henry S. Beers, president of Aetna 
Life group, took a hard look at the in- 
surance business in a talk at the an- 
niversary luncheon of Insurance Brok- 
ers Assn. of New York. He stressed the 
need for all segments of the business to 
act together in areas of public interest. 

| Presiding at the luncheon was 

Thomas W. Sweeney, New York City, 

president of the association. Also pres- 
| ent was Deputy Superintendent Alford 
of New York. 

Merchandising methods have not 
kept step with the need for increased 
| public confidence in the business, Mr. 

Beers believes. There should be more 
| effort to explain to insured necessary 

coverages and how to get them. The 

emphasis is too much on difference of 
price and too little on why the cover- 
age is needed. 





Cencentration On Ordinary 


He pointed out that ordinary life is 
the line to which the greatest amount 
of constructive sales ability is applied. 
This, he suggested, is possibly because 
it is the most difficult to sell. Those 
who are most eligible—prosperous peo- 
ple in higher income brackets—have 
the largest number of other ways to 
spend money. 

Today’s health insurance, he said, 
bears little resemblance to pre-World 
| War II “accident insurance,’ which 

was relatively divorced from public 





Industrial Indemnity Names 
3 In Claims, Underwriting 


Industrial Indemnity has appointed 
William G. Poore resident claims man- 
ager at Honolulu, Norman S. Wehman 

| underwriting supervisor at San Fran- 
cisco, and Randall E. Smith claims 
supervisor at Oakland. 

Mr. Poore joined the company in 
1955 as an inside adjuster at San Fran- 
cisco and most recently has been claims 
supervisor at Oakland. Mr. Smith, his 
successor at Oakland, was a claims 
adjuster at San Francisco. Mr. Weh- 
man, with Industrial Indemnity since 
1955, has been an underwriter at San 
Jose. 


Del. And N.J. Have Pact 


Delaware and New Jersey have 
made a reciprocal agreement whereby 





a motorist violating the laws of either 


state will be subject to approximately 
the same penalty, whether or not he 
is arrested in his home state. The only 
exception is in connection with speed- 
ing, since the two states make dif- 
ferent allowances for speeding slightly 
| above the legal limit. 
American Standard Appoints 

John O. Miller and Allan G. Gru- 
enisen have been named _ president 
;and executive vice-president, respec- 
| tively, of American Standard of Madi- 
son, Wis., the newly formed subsidiary 
|of Farmers Mutual Automobile of 
Madison. Other officers of the subsidi- 
ary, which will write auto insurance 
for persons not eligible for Farmers 
Mutual protection, include W. B. Kin- 
namon, agency vice-president; Amory 
Moore, claims vice-president; Fred 
Morton, investments vice-president; 
Howard Hayes, underwriting vice- 
president; Alex H. Opgenorth, secre- 
tary, and Hugh D. Wallace, treasurer. 

Norwich-Scottish group has opened 
an office at Richmond, Va., to serve 
Maryland, District of Columbia and 
Virginia, under the supervision of 
John M. Kiniry. The office at Peters- 
burg, Va., is being discontinued. 
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. Beers Says Public Interest Paramount 


need. It is a far cry from those easily 
cancellable, easily transferrable poli- 
cies to the non-cancellable, partly guar- 
anteed policies of today. 

Fire is growing faster than other 
fields, Mr. Beers said. In terms of un- 
derwriting it tends to be a‘ cyclic busi- 
ness, and the last few years have seen 
an upward swing from severe red to 
moderate black underwriting results. 

Perhaps because it was needed as a 
stimulus to faster growth, it is in the 
fire and casualty area that competition 


has been most severe. Differences be- 
tween agency companies and direct 
writers, between stock and mutual 
companies, have both plagued and 
blessed the business, Mr. Beers suggest- 
ed. The public interest is paramount 
and it is dangerous, in the heat of in- 
tramural squabbles, to allow insured 
to think that insurers are not aware of 
this interest. 

He cited as a public-oriented move 
the formation of the Insurance Institute 
for Highway Safety, which is jointly 
supported by members of diverse 
groups in the business. He mentioned 
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also the National Committee on Auto- 
mobile Assigned Risk Plans, aimed at 
achieving better licensing laws with 
more effective enforcement, and the 
Industry Defense Committee, formed to 
combat fraud and collusion in claims. 
To the extent that these develop- 
ments increase the effectiveness of the 
premium dollar, Mr. Beers said, they 
are in the public interest. It is by 
working together in such _ groups 
that various segments of the business 
can demonstrate their willingness to 
act as individual and corporate citizens 


for the good of insured. 
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Continental Know-How, Flexibility 





Garrison Dam, Riverdale, North Dakota 
Contractors: Johnson, Drake & Piper, Inc.; Foley Bros.; Donovan 
Construction Co.; C. F. Lytle Co.; and Winston Bros. 
Co.—a Joint Venture 


Helps Brokers Service Contractors 


The word is getting around; if you 
insure contractors, Continental has the 
facilities, the services, and the policies 
that will help you acquire new clients, 
and to keep old ones! As an independent 
company with great freedom of action, 
Continental offers complete flexibility 
in underwriting approach, and truly 
competitive casualty rates. Further- 
more, Continental can supply compre- 
hensive, specialized services that are 
invaluable . . . such as expert engineer- 
ing and industrial hygiene, keen-eyed 
claim loss control, highly skilled ac- 
counting, as well as vast experience in 
developing retrospective rating plans 
that can save your clients real money 
on premiums. 

And when it comes to bonding, 
Continental’s facilities can handle 
the requirements of any contractor 
anywhere. 

See your nearest Continental agent 
or branch office—or mail the coupon 
today. Find out why Continental’s 
nationwide facilities make them leaders 
in liability insurance and surety bonds for 
contractors of any size. Continental has 
the experience and ability to make 
satisfied customers out of prospects! 


CONTINENTAL CASUALTY COMPANY jr ie tag. GT ee ee QE NU.6-30 | 

Pr ee ; Continental Casualty Co. 

Continental-National Insurance Group | Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois ! 

aidan Diiaiaiiatidiia tn eas | (] Please send full details on Contractors’ Policies. 
— [] | am interested in an agency or brokerage appointment. 

National Fire of Hartford 

Transportation Insurance Company | NAME | 

Transcontinental Insurance Company | | 

| ADDRESS | 

| ! 

| CITY ZONE STATE — | 
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ROYAL-GLOBE’S new apartment 
house policy plus boiler and 
machinery, with savings up to 20% 


ROYAL© 


INSURANCE COMPANIES New York 38, New York 


ROVAL INSURANCE COMPANY, LTO 
GNDEMNITY COMPANY - 


HteNATIONAL UNDERWRITER 








Royal-Globe has pioneered this new dimension in 
packaged coverage. Royal-Globe agents are first in 


offering the new apartment house owner's policy with 


a BIG PLUS: boiler & machinery coverage, designed and 
introduced by Royal-Globe, tailored for apartment 
house owners and motels, and subject to the same com- 
petitive rate reductions (up to 20°/o) as the rest of the 
policy. Call your Royal-Globe fieldman for more infor- 
mation about this BIG PLUS policy which is now avail- 


able in many states. 





(ot AL es 


QUEEN INSURANCE COMPANY OF AMERICA + NEWARK INSURANCE COMPANY - 





+ THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 


AMERICAN AND FOREIGN 
ANSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 








Conventions 


July 4-6, International Assn. of Insurance 
Counsel, annual, Queen Elizabeth Hotel, 
Montreal, Canada. 

July 16-22, National Assn. of Claimants’ Com- 
pensation Attorneys’ Bar Assn., annual, 
Statler-Hilton Hotel, Boston. 

Aug. 6-10, Honorable Order of the Blue 
Goose, annual, Statler Hotel, New York City. 

Aug. 10-12, Louisiana mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 

Aug. 13-16, West Virginia agents, annual, The 
Greenbrier, White Sulphur Springs. 


Aug. 17-19, Texas mutual agents, annual, 
Texas Hotel, Ft. Worth. 
Aug. 20-22, Montana agents annual, Finlen 


Hotel, Butte. 

Aug. 21-22, South Dakota agents, annual, Mar- 
vin Hughitt Hotel, Huron. 

Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations, 


annual, La Fonda Hotel, Santa Fe, New 
Mexico. 
Sept. 7-8, Utah agents, annual, Newhouse 


Hotel, Salt Lake City. 

Sept. 7-9, New Jersey agents, annual, Traymore 
Hotel, Atlantic City. 

Sept. 7-9, New Mexico agents, 
Fonda Hotel, Santa Fe. 

Sept. 10-12, Kentucky mutual agents, annual, 
Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire agents, annual, The 
Balsams, Dixville Notch. 

Sept. 11-12, Minnesota mutual agents, annual, 
Radisson Hotel, Minneapolis. 

Sept. 14-15,, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 15-16, Minnesota agents, annual, Kahlor 
Hotel, Rochester. 


annual, La 


Sept. 17-19, Indiana mutual agents, annual, 
Marott Hotel, Indianapolis. 
Sept. 17-19, Oregon agents, annual, Benson 


Hotel, Portland. 

Sept. 17-19, West Virginia mutual agents, an- 
nual, Frederick Hotel. Huntingon 

Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 17-20, International Claim Assn., 
The Greenbrier, White Sulphur 
W. Va. 

Sept. 18-19, Vermont agents, 
stock Inn, Woodstock. 

Sept. 18-20, Michigan agents, 
Hotel, Mackinac Island 

Sept. 19-22, Mutual Loss Managers Conference, 
annual, Edgewater Beach Hotel, Chicago. 

Sept. 20-22, Kansas mutual agents, annual, 
Jayhawk Hotel, Topeka. 

Sept. 20-22, Washington agents, annual, Chi- 
nook Hotel, Yakima. 

Sept. 25-27, National Assn. of Insurance Agents, 
annual, Dallas, Texas. 

Sept. 27-29, Society of CPCU, annual, Shera- 
ton Park Hotel, Washington. D. C. 

Oct. 1-4, National Assn. of Mutual Insurance 
Companies, annual, Statler Hotel, New York 
City. 

Oct. 3-5, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 5-6, New England mutual agents, annual, 
Wentworth-by-the-Sea, Portsmouth, N. H. 
Oct. 5-7, Arizona agents, annual, Bright Angel 

Lodge, Grand Canyon. 

Oct. 8-11, North Carolina agents, annual, Caro- 
lina Hotel, Pinehurst. 

Oct. 8-10, Missouri agents, annual, Governor 
Hotel, Jefferson City. 

Oct. 8-11, National Assn. of Casualty & Surety 
Agents and National Assn. of Casualty & 
Surety Executives, annual, The Greenbrier, 
White Sulphur Springs, W. Va. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 15-18, National Assn. of Mutual Agents 
annual, Sheraton-Cadillac Hotel, Detroit. 

Oct. 16, Rhode Island agents, annual, Sheraton 
Biltmore Hotel, Providence 

Oct. 16-18, Michigan mutual agents, 
Sheraton-Cadillac Hotel, Detroit. 


annual, 
Springs, 
annual, Wood- 


annual, Grand 


annual, 


| Oct. 17-18, Massachusetts agents, annual, Shera- 


ton Plaza Hotel, Boston. 

Oct. 19-22, Colorado agents, annual, Broadmoor 
Hotel, Colorado Springs. 

Oct. 19-22, Kansas agents, annual, Broadview 
Hotel, Wichita. 

Oct. 22-24, Ohio agents, annual, Deshler Hilton 
Hotel, Columbus. 

Oct. 23-25, South Carolina agents, annual, Fran- 
cis Marion Hotel, Charleston. 

Oct. 25, National Independent Statistical Ser- 
vice, annual, La Salle Hotel, Chicago. 


| Oct. 30-Nov. 1, California agents, annual, Bilt- 


more Hotel, Los Angeles. 

Oct. 30-Nov. 1, Health Insurance Assn., individ- 
ual insurance forum, Biltmore Hotel, New 
York City 


| Nov. 5-7, Illinois agents, annual, Chase & Park 


| Nov. 13-14, 


Plaza Hotels, St. Louis, Mo. 

lilinois mutual agents, 
Pere Marquette Hotel, Peoria. 

Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago 


annual, 
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WISHING 
WON'T 
SOLVE 
YOUR 

EXCESS 

AND SURPLUS 

PROBLEMS 






... but Ajax will! 


Serving brokers exclusively with worldwide 
coverage, Ajax specializes in solving “difficult 
cases with the most complete range of excess 
and surplus facilities in all classes of risk. Next 
time you have an excess or surplus problem 


just dial, write or wire 


AJAX AGENCY, INC. 
116 John Street, New York 38, N. Y. 


COrtland 7-6200 
Cable Address: “NYAJAXLA' New York 


J. H. Lea & Company has gained 


world-wide recognition for its abil- 
ity to translate knowledge into ac- 
tion. A roster of distinguished clients 
is testimony of its ability to provide 
sound, objective counsel on the 
“How,” “When” and “Why” 
insure. Add to this a comprehensive 


to re- 


understanding of markets—all with 
exceptional capacity—and you have 
a formula of unbeatable dimen- 
sions. Write us today! 


TREATY + FACULTATIVE 


J. SCORE 


209 South LaSalle St. - 
ANdover 3-6232 


J.H. LEA & CO. LTD. 


81 Gracechurch St. » 


hal rer- ere) 


London 
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Pay Commission On 
Renewal, IAHU Asks 
Conn. Plan Insurers 


International Assn. of Health Un- 
| derwriters, in a resolution adopted by 
| its international council at the annual 
; convention at New York, has urged 
| Associated Connecticut Health Insur- 
' ance Companies to provide for renew- 
| al commissions in its new major medi- 
| cal subscription program. 
| Stating that the services of profes- 

sional agents are indispensable “for 
the continued expansion of coverage 
| and personal counseling of the public,” 
IAHU exhorted the companies parti- 
cipating in the plan to “continue to 
incorporate in all premium calcula- 
tions a sufficient amount to establish 
continuing renewal commissions to the 
producers, thus assuring the public an 





| opportunity for uninterrupted profes- 


| 


sional relationship with their licensed 
insurance advisers.” 

The Connecticut program so far in- 
volves 10 companies, which would 
pool their experience and resources to 
provide medical coverage for state 
resicents aged 65 and over. Some par- 
ticipating companies are reportedly 
thinking of paying agents only initial 
commissions and eliminating renew- 
als. 


Proclaims Five Principles 


In another resolution, IAHU pro- 


| claimed five principles as a guide to 


| 
| 








the present and future: 

“1. We are striving to win recogni- 
tion for the principle that voluntary 
health insurance can do the job bet- 
ter; we are not seeking merely to pro- 
mote or defeat a piece of legislation. 

“2. We are striving to help raise the 
level and quality of health care for 
all Americans. We are not seeking 
simply to make profit and increase 
commissions for agents. 

“3. We are striving to build a better 
nation. We are not simply trying to 
build bigger and more efficient organi- 
zations. 

“4. We are endeavoring to strengthen 
the security of our country by strength- 
ening the security of each of its in- 
dividual citizens. We are not seeking 
merely to strengthen and entrench our 
industry. 

“5. We are seeking victories for 
America in terms of freedom, as we 
can best preserve and increase it, for 
all. We are not principally seeking vic- 
tories for insurance men and health 
underwriters associations.” 

IAHU went on record opposing the 
Internal Revenue Service ruling that 
expenses involved in lobbying or 
political purposes are not tax deducti- 
ble. Charging that the ruling is “tanta- 
mount to censorship by taxation,” the 
association supported findings of the 
House ways and means committee 
that “if an expenditure is ordinary 
and necessary to the conduct of a tax- 
payer’s trade or business and is law- 
ful, it is unfair for the deduction to 
te disallowed just because the ex- 
pense is incurred to influence legisla- 
tion.” 

The administration-supported King 
bill on aged health care was opposed 
because an adequate solution existed 
under the Kerr-Mills legislation, 
which, the association said, is work- 
able and curbs the propensity in some 
quarters for socialized medicine. 


Relocates Dallas Branch Office 


Service Fire of New York has con- 
solidated its Dallas branch operations 


XUM 
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in a new 3,600-square-foot suite of of- 
fices in Brook Hollow Industrial Dis- 
trict. Housed in the new location is the 
claims department, formerly at 911 St. 
Joseph, and the underwriting depart- 
ment, formerly at 137 Walnut Hill Vil- 
lage. F. W. Scott is claims manager, 
and R. L. Hatcher is underwriting man- 
ager. 


Says Handicapped Drivers 
No Underwriting Problem 


Modern automobiles and special au- 
tomobile devices enable many physi- 
cally handicapped persons to drive 
safely enough so they pose no special 
underwriting problems for automobile 
insurance companies, John A. Wadlew- 
ski, assistant Pacific Coast manager of 
National Bureau of Casualty Under- 
writers, told the state convention at 
Santa Cruz, Cal., of Indoor Sports 
Ltd., an affiliate of National Society 
for the Handicapped. Everyone who 
applies for automobile insurance is in- 
vestigated as to past driving history 
and other routine factors which in- 
fluence accident potential so that the 
company does not insure a dispropor- 
tionate share of people who are likely 


Geo. F. Brown & Sons, Inc. has one of the - 
very few completely installed electronic 
computer systems in the industry. This sys- 
tem allows us to give you faster claim serv- 
ice and the all important factor of faster, 
more accurate figures for commission, bill- 
ings, etc. Even though we have the latest 
electronic equipment, we have not over- 
looked the importance of top-notch per- 





to have accidents, he explained. 

“Handicapped persons must also be 
considered in the light of these stand- 
ards,” he said. Beyond that, the under- 
writer simply wants to know whether 
a handicapped person can successfully 
utilize the mechanical aids to driving 
that are available and has made a suc- 
cessful emotional adjustment to his 
handicap. “When they pass these re- 
quirements, physically handicapped 
persons are welcomed as insurance 
buyers by the many companies I talked 
to in preparing this presentation,” said 
Mr. Wadlewski. 


Joins Cincinnati Agency 

William F. Cowgill has joined the 
Clemons-Heartland agency at Cincin- 
nati as manager of the marine and 
special risks department. He has been 
with North America since 1949, most 
recently as assistant manager of the 
Cincinnati service office. 

Bronson Dennehy Ulseth, Chicago 
general agency, and Midland Casualty, 
which it manages, have moved to the 
19th floor of the Board of Trade Build- 
ing. 


It 


costs 


no more 
to do 

business 

with the 
best 
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Views Under-$5,000 
Dwelling Problems, 
Miss. Rate Changes 


The problem of profitably providing 
insurance on low value dwellings with- 
out discriminating against the small 
buyer was discussed by O. Shaw John- 
son, Clarksdale, Miss., agent at a meet- 
ing of the New Orleans Insurance Ex- 
change. Mississippi was the first state 
to adopt a program designed to solve 
the problem of insuring under-$5,000 
dwellings. 

He said that a study made by Missis- 
sippi State Rating Bureau in 1960 had 
brought out the following facts: 

—Of the number of dwellings re- 


corded, approximately 80% were in 
stock companies and 20% in non- 
stock companies. 

—Of the premium recorded, ap- 


proximately 76% was in stock com- 
panies and 24% in non-stock compan- 
ies. 
—Of the dwellings recorded, about 
(CONTINUED ON PAGE 24) 


sonnel gathering the data and assembling 
it in order to provide the best service pos- 
sible to our accounts. 

Our markets are world-wide and offer pro- 
ducers a full scope of coverage for their 
needs. For your particular problem in Fire, 
Public Liability, 
Professional Indemnity, and all forms of 
Special Risks, write or call us. 


Automobile, Accident, 


GEO. F. BROWN & SONS, INC. 


175 W. Jackson Blvd. ° 


Chicago 4, Illinois ° 


WAbash 2-4280 
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1960 Embezzlements Up, Holdups Down 


Bank embezzlement losses of $10,- 
000 or more numbered 111 and cost 
$10,109,698 in 1960, according to a re- 
port of the insurance and protective 
committee of American Bankers Assn. 
These figures compare with 86 such 
losses totaling $8,826,948 in 1959. 

At the same time, the committee re- 
ported a continued decrease in bank 
holdups and burglaries during the six 
months ended Feb. 28. There were 
229 attacks against banks during this 


period compared with 246 in 1959. 
However, money stolen by bandits 
rose to $1,097,645 from $885,226. 

Of the banks which sustained major 
embezzlement losses in 1960, only six 
were partially underinsured. Losses of 
these six exceeded their bankers blan- 
ket bond coverage by $530,180. One of 
the underinsured banks, which was 
closed, had $1 million excess fidelity 
paid in full. Three other banks with 
losses exceeding the blanket bonds 


were indemnified for a total of $1,421,- 
422 under $1 million excess fidelity 
bonds. 


1,000 Smaller Embezzlements 


There were approximately 1,000 
embezzlement losses in amounts of 
less than $10,000 during 1960. Possible 
violations of the federal reserve act 
reported by banks to the FBI in- 
creased from 1,632 in 1959 to 1,885 in 
1960. An estimated 40% of these cases 
involved tellers’ errors, mysterious 
disappearances of money or securities, 
and other incidents where investiga- 





Here’s one time you WANT all your 
eggs in one basket 
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tion developed no evidence of employe | 7 
dishonesty. Diff 
Of attacks against banks during the 
six-month period, 175 were holdups 
and 54 were burglaries. The holdups prove 
were frustrated in 51 cases, and more The 


than half the participating bandits oe 
| 


were apprehended. Lone bandits ac- | are ors 
counted for 97 of the successful hold- | tercorrg 
ups and all but five of the frustrated on tax 
holdups. Of the burglary attempts, 22 How 
occurred over weekends. on the 
—_ ization 
Wis. Auto PHD Seminar ete the 
e s 
Draws 425 To Madison he is ¢ 
The physical damage seminar for | the ops 
Wisconsin claims men and body shop | office 
operators sponsored by Wisconsin | difficu 
Claims Council at the Dane County | contro 
fairgrounds near Madison early this | such ¢ 
month drew an attendance of 425. S. | insura 
W. Schallert, Farmers Mutual Auto of | his ch 
Madison, was general chairman. | interfe 
Talks And Demonstrations branck 
fits in 
The program included talks on esti- | seriou: 
mating, windshield repairs, auto re- | led ot} 
pairs, a demonstration of auto body re- Can't I 
pair procedures, and a demonstration | 

of repairing compact cars with por- Alth 
table body and frame equipment. suranc 
Most repair clinics are handled on eign r 
the basis of holding separate sections home 
for body men and insurance men. The | miss i 
Wisconsin Claims Council put the © investi 
demonstrations and educational lec- good i 
tures on for the same groups simul- Clark 
taneously with what they believe to Som 
have been excellent results. capabl 
— |eign i 
N. Y. Bond Unit Elects have ¢ 
At its annual meeting, Assn. of a 
Bond Underwriters of New York City — 
elected G. A. Van Buskirk, Spring- set 
field, president; Norman _  Seastedt, | ro 
Glens Falls, vice-president; Roy Klinz- U.S | 
ing, Travelers, treasurer; and Ernest | ‘lit 
Heidelberg, U. S. Fire, secretary. | pe . rh 
Elected to the executive committee | ; . 
were George Faha, Citizens Casualty; | an 2 
Robert C. Parremore, Surety Assn. of L es 
America; John Tynan, Hartford Ac- meanes 
cident; Joseph Lynch, Fidelity & Cas- | count 
ualty, and Anthony Koch, American by - 
Surety. vidua’ 
- _ cilitie: 
New Adjustment Office In Omaha — 
Gordon-Wayne Adjustment Co. has io 
. ‘ consid 

been formed at Omaha with offices at rere 


4833 Dodge Street. The partners are 


When it comes to premium budgeting, you 
want to use the one plan that is best for you 
and your insureds. 

That plan is Afco, and it is best because it 
lets you combine all of an insured’s premiums 
— not just those of a particular company or 
under a 
arrangement. 


group single, pay-by-the-month 

Probably the most important aspect of your 
independence as an agent is the freedom to 
place different coverages with various com- 
panies for your insureds. Afco, with more than 
500 subscribing agency companies, helps you 
maintain that independence—and gives you 
the complete budget package. 

Almost all individual company budget plans 


ATLANTA 


are limited to the policies of that company 
only. What’s more, if you are confronted with 
more than one company plan you run up 
against different forms, different instructions, 
different rate schedules—and no package. It is 
so much more practical to put all your eggs in 
one basket, and let Afco take care of it for you. 
With Afco, you get full premiums in cash 
right away, and this convenient premium 
budget plan can help you: 
«Sell more home and automobile policies 
«Sell higher limits 
*Sell more commercial policies 
*Reduce your operating costs 
Let your insureds know about the monthly 
payment package—you owe it to them. 


LOS ANGELES 





1182 W. Peachtree St.,N.W., Atlanta 9, Ga. 
BALTIMORE 

201 E. Baltimore St., Baltimore 3, Md. 
CHICAGO 

327 So. La Salle St., Chicago 4, Ill. 
KANSAS CITY 

P.O. Box 8788, Kansas City 14, Mo. 


548 So. Spring St., Los Angeles 13, Calif, 
MIAMI 

1036 S. W. First St., Miami 36, Fla. 
NEW YORK 

100 William St., New York 38, N. Y. 
SAN FRANCISCO 








142 Sansome St., San Francisco 4, Calif, 





Charles L. Gordon and Wayne T. | Const 
Sacher. Con 
Mr. Gordon was with Underwriters impor: 
Adjusting for 10 years in Iowa and placec 
Nebraska, and Mr. Sacher was with seldor 
General of Seattle for six years as becau 
casualty adjuster. The office will han- does 
dle inland marine, cargo, fire and preve 
allied lines, and all casualty lines in | 
Omaha and vicinity. cutie 
Benton County (Ore.) Agents Elect 
Benjamin P. Bates has been elected y 
president of Benton County (Ore.) ri 
Assn. of Independent Insurance Agents. § 
Also elected are Jack C. Lystra, vice- ‘ 
president, and Lee Currier, secretary- j 
treasurer. 4 
< 
's 
TREATY - FACULTATIVE 
EXCESS - CATASTROPHE 
Keyed To Your 7 


Underwriting Needs 


UNDERWRITERS REINSURANCE SERVICE, INC. 


1371 Peachtree Street, W. E., Atlanta 9, Ga Cable \dd.ess Ss 
George ¥. Camrdell Jr., President Reinsure-A\lenta 


Telephone 
Trinity 2-4737 
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Difficulties Can Be Avoided By Properly Insuring Risks Abroad 


(CONTINUED FROM PAGE 2) 


prove this expense. 

The insurance must be written to 
recognize the way foreign operations 
are organized and owned, and the in- 
tercorporate relationships, with an eye 
on taxes. 

How insurance is handled depends 
on the personnel setup. Many organ- 
izations select an executive who in- 
sists that decisions and operations be 
exclusively under his control. Often 
he is a national of the country where 
the operation is located, and the home 
office in the U. S. runs into great 
difficulty in getting him to permit any 
control or direction of insurance. In 
such cases he insists on placing the 
insurance locally through sources of 
his choosing and will not brook any 
interference. He often claims the 
branch receives political or tax bene- 
fits in this way which would have 
serious consequences if it were hand- 
led otherwise. 


Can’t Evade Responsibility 


Although control or purchase of in- 
surance may be delegated to a for- 
eign representative, the principal or 
home office of a company cannot dis- 
miss its responsibility to see that its 
investment is properly protected by 
good insurance with safe insurers, Mr. 
Clark warned. 

Some large U. S. brokers are very 
capable in providing facilities for for- 
eign insurance, he said. They either 
have correspondents or branch offices 
providing excellent service in many 
countries. This service often includes 
engineering, appraisal, and claim 
handling. 

Other brokers use contacts in the 
U. S. equipped to give them these fa- 
cilities, such as American Internation- 
al Underwriters, American Foreign 
Insurance Assn., and North America. 
The ability and facility of Lloyd’s of 
London to underwrite in almost any 
country in the world has been utilized 
by some buyers. A few other indi- 
vidual insurers have provided for fa- 
cilities in some foreign countries. 
Kemper group, for instance, has two 
offices in South America and is now 
considering expansion to other coun- 
tries. 


Construction Is Factor 


Construction of foreign plants bears 
importantly on how insurance is 
placed. In England local companies 
seldom sprinkle their plants, chiefly 
because the insurance market there 
does not recognize in rates the fire 
sprinklers. 


Therefore, the American market can 
best be utilized for insuring sprink- 
lered facilities. 

Where insurance in this country is 
placed with Factory Mutuals and the 
foreign plants are sprinklered, Factory 
Mutuals have followed the practice of 
extending their facilities to cover in 
some foreign countries. They gradual- 
ly are providing broad coverage, en- 
gineering and claim facilities similar 
to that which they furnish in the U. S. 
Where a corporation’s tax structure 
permits it, the coverage is blanketed 
over the foreign plants with those in 
America. 

Local insurers in foreign countries 
do not provide the broad forms of li- 
ability insurance the American mar- 
ket offers. Arrangements have been 
made with some companies to extend 
the American insurance to cover a- 
broad. Of course, in certain countries 
it is necessary that automobile insur- 
ance be written locally to comply with 
local motor vehicle laws. 

Public liability in America is al- 
ways written with limits. In England 
it is written without limits, but the 
terms of coverage are not as com- 
prehensive. 

Where companies carry umbrella 
insurance, most umbrella policies are 


Shelby Mutual Opens New 
Winter Park, Fla., Office 


An open house introduced to the 
public and agents the new Shelby 
Mutual regional office at Winter Park, 
Fla. Commissioner Larson was the 
principal speaker at the ceremonies, 
and visitors were greeted by President 
G. S. Dennis, Executive Vice-president 
L. M. Dunathan and other company 
officers. 

The office, which is headed by Resi- 
dent Vice-president R. E. Childs, serves 
Florida, Georgia and South Carolina. 
The new building, costing $300,000, re- 
places one that is less than five years 
old. Office personnel has increased 
from 30 to 75 within that time, and 
the new building will accommodate 
another doubling of staff. 





Frelinghuysen-Reger Merge 

J. S. Frelinghuysen Corp. of New 
Jersey is merging with Reger agency 
of Whitehouse Station, N. J. John R. 
MacNeille, head of the latter agency, 
has been elected a vice-president of 
the new firm. The Reger agency will 
retain its name and present manage- 
ment, but there will be a consolidation 
of office facilities. 





REINSURANCE 


. FRANK 
i BURNS inc. 


STUART BUILDING 


SEATTLE, WASHINGTON / 


f 
é 


written to cover world-wide, a dis- 
tinct advantage. So far in foreign 
countries liability claims have not 
reached the proportions they have at- 
tained in the U. S., but this situation 
has started to catch up with the Amer- 
ican attitude, Mr. Clark said. 

Some forms of insurance, thought 
important in this country, are not gen- 
erally carried abroad. However, he ad- 
vised, certain risks should be insured 
here and abroad, particularly fidelity, 
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which is just as hazardous in many 
foreign countries or more so, and pro- 
ducts liability. Recently in Holland one 
corporation selling a food product was 
faced with a tremendous number of 
sizable products liability claims. In the 
U. S. any corporation producing an 
item which eventually is used by the 
public, no matter how remote from 
the actual consumption the manufac- 
turer might be, requires products li- 
ability insurance. Regardless of local 
practice, a corporation should insure 
this risk. 

There is no standard practice among 








plm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 





Prompt ctaim payment after loss has often spelled the difference 
for many a business between going under and going:on. PLM has 
an inflexible rule: Claim payment within 24 hours of receipt of 
satisfactory proof of loss (where State laws permit). Payments 
since founding: over $53,000,000. Perhaps you'd like PLM in 
your office. Why not drop us a line. 


Writing FIRE and ALLIED LINES 
“In the Birthplace 
of American Mutual Insurance”’ 


Branch Offices in New York, Los Angeles, Charlotte, N.C., Phoenix., Ariz. 
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corporations on group insurance for 
foreign employes. Some follow the lo- 
cal practice in each country; others 
extend their benefits to American em- 
ployes operating foreign facilities, oth- 
ers use different approaches. Where 
arrangements can be made under the 
American group insurance plan to 
provide coverage of foreign operations, 
particularly as to executives, it is the 
most economical course to follow, if 
an insurer can be found to furnish 
the coverage and if the elements of 
foreign exchange can be properly met. 

Several large American corpor- 
ations have found their employe re- 
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lations at foreign plants have been 
improved by providing employe group 
life and similar fringe benefits for all 
employes, Mr. Clark stated. One in- 
surance organization provides these 
facilities, collecting the premium in 
local currencies and paying losses in 
the same medium. That is American 
International Life agencies, a division 
of AIU. 


Need Interpretation 


One problem, when insurance is 
placed locally through the foreign of- 
fice, is for U. S. executives to keep in 
contact with the insurance that is 


placed. One solution is to have an 
annual report made on insurance car- 
ried locally. Another is to have the 
foreign policies cleared at the home 
office of the corporation. If the lat- 
ter, insurance terminology must be 
translated and interpreted since it var- 
ies country to country. Even English 
policies have words that mean one 
thing in England and another in 
America. An advantage of placing in- 
surance through an American service, 
a broker, for instance, is to provide as- 
surance on the meaning of terms used. 

Regardless of how foreign insurance 
is placed, Mr. Clark pointed out, it 





Get the PROFIT IDEA from your Phoenix of Hartford Fieldman . . . 


NEW 


CAREFUL 
HOMEOWNERS 
POLICY 


SELL YOUR BEST PROSPECTS WITH THE FIRST HOME POLICY TO PAY CASH REWARDS! 


Now you can offer a cash reward to your best Homeowners prospects! The exclusive Phoenix of Hartford 
Careful Homeowners Policy gives your customers broad packaged coverage —plus a 10% cash saving after 
one year without a claim, 15% after two years. It almost sells itself to the prospects you want most... helps 
you build profitable business with the better type of insured. Phoenix also gives you a streamlined 
Standard Homeowners package that still saves your customers money over the old many-policy method... 
Ask your Fieldman or write for your Careful or Standard Homeowners Kit today! 


For information about representing a Phoenix of Hartford Company, write J. D. Taylor, President. 


w Dho enix of Hartford 


INSURANCE COMPANIES 
HARTFORD 15, CONNECTICUT 
THE PHOENIX INSURANCE CO. © THE CONNECTICUT FIRE INSURANCE CO. # EQUITABLE FIRE AND MARINE INSURANCE CO. 
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The PROFIT IDEAS come first from 
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is necesssry that facilities be provided 
for accurately determining insurable 
values for buildings, machinery, 
equipment and stock and also U&O. 
Such information is difficult to secure. 

Procedure for settling losses should 
be agreed on before a claim occurs. 
Consideration must be given to the 
loss-paying provisions in the policies, 
particularly in countries where the in- 
surance must be purchased from a 
domestic insurer. 

Before a plant is established, in- 
sured can mitigate windstorm, earth- 


quake, flood, or fire hazards via con- | 


struction. This kind of data also is 
difficult to ascertain. Yet frequently 
an ounce of construction prevention 
will save a great deal of premium and 
uninsured loss later. 

With some foreign operations it has 
been the practice of the U. S. corpor- 
ations to ship machinery and raw ma- 
terials to their foreign establishments. 
Insured needs to pinpoint exactly when 
title passes from the domestic to the 
foreign organization and insurance ar- 
ranged so that the American coverage 
carries up to that point. This can save 
much difficulty when a loss occurs on 
the question of what insurance applies 
and how taxes are affected. 


N. C. Extends Premium Tax; 
Quashes Security Fund 


The North Carolina house has passed 


a bill, previously approved by the sen- 


ate, which will extend a 1% gross 
premium tax on fire and lightning 
policies to policyholders living in areas 
unprotected by fire departments. Poli- 
cyholders in protected areas had al- 
ready been paying the tax, which goes 
into a relief and pension fund for fire- 
men. 

The house insurance committee has 
killed a bill calling for a $750,000 se- 
curity fund to protect policyholders 
against insolvency of auto liability 
companies. 


ASIM Names Four V-Ps 


American Society of Insurance 
Management has appointed as vice- 
presidents Frank Hornby Jr., J. P. 
Stevens, New York; Paul G. Stickler, 
Reynolds Metal Co., Richmond, Va., 
and Lon Varnadore, Weyerhaeuser Co., 
Tacoma. Gaither T. Newman, Smith- 
Douglass Co., Norfolk, has been named 
regional vice-president for the south 
Atlantic states. 


Joins Allstate Legal Department 


Jack L. Pettit has joined Allstate as 
associate counsel. He was _ assistant 
general counsel of MFA Mutual. 
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INLAND ADJUSTERS, INC. 
All Lines 


Service throughout Eastern Pennsylvania, South- 
ern New Jersey, Delaware and the Eastern shore 
of Maryland. 

12 S. 12th Street 
Philadelphia 7, Pa. 


WAlnut 2-7922 
POplar 5-4118 








C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bldg. 

Tulsa, Oklahoma 


Phones LU 2-5460 
Gl 7-3850 
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Changes In Top 
Posts At Motors 


Motors, the General Motors Ac- 
ceptance Corp. insurer, has elected 
Harold E. Beyer chairman and Warren 
H. Wilson to succeed him as president. 
Mr. Wilson has been a vice-president 
of GMAC. 

Mr. Beyer joined GMAC in 1919 at 
Detroit. Later he was with its insur- 
ance affiliate as manager at De- 
troit, manager at New York and vice- 
president. He was elected president in 
1957. 

Mr. Wilson joined GMAC in 1927 
at Boston. Later he held positions in 
the New England area. He became 
manager at Syracuse in 1949 and at 
Buffalo a year later, and regional man- 
ager with headquarters in Chicago in 
1955. He was elected vice-president in 
charge of branch operations in the east 
in 1957. In 1960 he was placed in charge 
of the development staff and elected 
a director. 

Rives, Massey & Hedges, managing 
general agents, has moved to new 
quarters at 992 West Peachtree Street, 
Atlanta. 





The Picture of Success 





OPPORTUNITIES 
UNLIMITED 


Jerome J. McCarthy is a new addi- 
tion to LaSalle —as new, at least, as 
our recently activated Burglary- 
Robbery Department which he now 
heads. No stranger co the business, 
Jerry is a mature and seasoned execu- 
tive. He is a serious student of in- 
surance, having accumulated years 
of experience in his chosen field of 
specialization at both general agency 
and company levels. 

Jerry is one of the important rea- 
sons why you will want to keep your 
eye on LaSalle in the Sixties. Ad- 
vance techniques and procedures, 
coupled with skill and imagination, 
will provide the master blueprint for 
agents and brokers seeking new 
heights of personal achievement. 


Salle 


CASUALTY COMPANY 
LA SALLE-WACKER BUILDING » CHICAGO 1 
Financial 6-7500 


A COMPLETE CASUALTY SERVICE: 
Accident & Health, Automobile Liability, 
Automobile Physical Damage, Garage 
Liability, Malpractice Liability, General 
Liability, Dramshop Liability, Plate Glass, 
Manufacturers’ & Contractors’ Liability, 
Workmen’s Compensation, Burglary & 
Fidelity, Bail & Other Court Bonds 
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Holliday To U.S. 
For British Group 


Atlas-Royal Ex- 
change-Sun has 
appointed J. R. 
Holliday assistant 
U. S. manager. He 
had been mana- 
gers’ assistant at 
the home office of 
Sun in London. 
Before that he was 
manager of Sun’s 
northwest London 
office. He is a fel- 
low of Chartered 
Insurance Insti- 
tute. 


J. R. Holliday 


Marine Office A ppoints 


Marine Office of America has ap- 
pointed Lee W. Muse manager at 
Baltimore. He had been special agent 
in charge of southern New Jersey and 
northern Delaware with headquarters 
at Philadelphia. 


Mohn Gets GAB Manager 
Post At Plainview, Tex. 


General Adjustment Bureau has 
promoted Robert A. Mohn to manager 
at Plainview, Tex. He succeeds C. L. 
Bond, who is leaving insurance. Mr. 
Mohn’s entire adjusting career has 
been at Plainview. 


Twohey Advances 


Cosmopolitan of Chicago has named 
John Twohey vice-president in charge 
of underwriting. He has been in the 
business since 1944, joining Cosmopol- 
itan in 1958. Earlier he was with 
Stewart, Keator, Kessberger & Le- 
derer and Engelhardt & Co. agencies 
of Chicago. 


Va. Rating Unit Elects 


At its annual meeting Virginia In- 
surance Rating Bureau reelected Felix 
Hargrett, vice-president Home, chair- 
man, and Thomas D. Hughes, vice- 
president Continental, vice-chairman. 

E. Stanley Broach, Royal-Globe, was 
named chairman of the executive com- 
mittee, and Lindsey Moore, Crum & 
Forster, vice-chairman. 


Albany Surety Club Elects 


Surety Club of Albany has elected 
John DeMallie, Hartford Accident, 
president; Frank J. Stapf, Continental 
Casualty, vice-president, and John H. 
Hanks, Travelers, secretary-treasurer. 


To Edit Allstate Publication 

Allstate has appointed Thomas Un- 
zicker editor of its employe publication, 
Aim Magazine. He has been with the 
Chicago Tribune and other newspapers 
in Illinois. 

Agricultural Names 2 At Houston 

Agricultural has appointed Wood- 
row W. Himes casualty underwriter 
and Carson Lockard claims manager 
at Houston. Mr. Himes has been in in- 
surance since 1936, and Mr. Lockard 
has had 12 years’ experience. 

George M. Foster Jr. has been 
elected president of the Mourer agency 
of Lansing. He succeeds Glenn E. 
Wilkinson. The Mourer and Wilkinson 
agencies were affiliated in 1955 and Mr. 
Foster was made vice-president and 
general manager and Mr. Wilkinson 
president of both agencies. Mr. Mourer 
will retain his interest in the Wilkin- 
son agency. 

















Use the direct approach 
... Lo step up your sales 


@ Successful agents know the value 
of mail advertising in making and 
maintaining contact with clients and 
prospects. Many agencies were built 
in just this way: through carefully- 
written letters which explained 
changes and improvements in cover- 
age; opportunities to show savings in 
time or money; how to take fuller ad- 
vantage of service facilities; other 
benefits. This type of promotion was 
usually backed up by mail campaigns, 
directed to wider groups, and planned 
to obtain sales leads. 


This use of direct mail-to support 
personal selling has always and still 
meets a basic need of the insurance 
producer. It’s fairly expensive, for it 
takes a substantial investment to keep 
a good mail program going—bxzt will 
pay out. 

It’s here that we can help with a 
well-organized direct mail program 
that meets top professional standards 
in range and quality. Our special 
agents want to show it to you; better 
yet, how to put it to work at very low 
cost. Write us, today ;. = /et us know 
when to call, 


tue L/ealeus/bfiddud, 


INSURANCE COMPANY 


Indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 
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FIRE » CASUALTY + AUTOMOBILE + INLAND MARINE 


—_ 














Lin-Burn, inc. 


> The formation of Lin-Burn, Inc. was to assist producers 
throughout the United States in solving their surplus lines 
problems. Our staff? Experienced! Our markets? Excellent! 
Our service? Prompt! One specialty—tInland Marine. 





° The appointment of qualified agents to write poultry insur- 
ance (chickens and turkeys). Our market is competitive and 


flexible—our rating is nation-wide. 


Lin-Burn, Inc. 


141 W. Jackson Bivd. 
WEbster 9-3267 


Chicago 4, lil. 
TWX-CG 589 

















20 


HieNATIONAL UNDERWRITER 


Terms Direct Billing Personal Lines Key 


(CONTINUED FROM PAGE 12) 
than similar failures in non-mechani- 
cal procedures. 

If an agent and his company can 
talk out this direct billing matter on 
an individual basis in terms of practi- 
cal application, many of the objec- 
tions to the procedure can be overcome, 
the speaker stated. He said there is 
some flexibility in the automated ap- 
proach and it has been practically dem- 
onstrated in his own company’s cases 


on several occasions. If agents can add 
life insurance to their personal lines 
sales tools, can not life insurance meth- 
ods be applied to existent personal 
lines? 

Mr. Melone said his own company 
has had some experience with the 
much-debated subject of ownership of 
expirations by agents. The agency 
agreement itself is clear on this point: 
“In the event of termination of this 
agreement the agent’s records and the 


use and control of expirations shall 
remain the property of the agent and 
be left in his undisputed possession.” In 
his company’s “Economy Plus” agen- 
cy agreement, which is specifically de- 
signed for direct billing appointments, 
this subject is covered by the wording: 
“In the event of termination of this 
agreement .. . the agent’s records and 
use and control of expirations shall 
remain the absolute property of the 
agent and be left in his undisputed 
possession, and the company shall not 
solicit or cause to be solicited renew- 
als of the business written for the 





specialized training 
+ experience 
= dependable performance 


FIDELITY AND DEPOSIT COMPANY 


BALTIMORE, MARYLAND 


¥ dependent 
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agent’s account.” 

Assuming that clerical economies 
can be effectively passed on to the 
agent by his companies with a per- 
fected direct billing approach, Mr. 
Melone said, the agent is then free to 
enter another phase of the personal 
lines area in which he can work out a 
more aggressive and thorough cover- 
age of potential buyers. 

How, the speaker asked, can the 
successful agent build the healthy 
spread of risk that a good personal 
lines business gives him if he can’t 
leave his office, or his downtown com- 
mercial risk customers, to solicit in the 
suburbs? He can do it by adding a 
solicitor to his staff to specialize in per- 
sonal lines. Part-time solicitors found 
among students in college towns 
help to supply the successful full-time 
agents of the future. 


Not Light Subject 


Mr. Melone said agents must not 
treat lightly this subject of bringing 
young men into the business. In the 
next 20 years the population will in- 
crease nearly 20%; however, there will 
be an increase of only 3% in young 
men between ages 25 and 45. Com- 
petition within the industry for sus- 
taining manpower will be at its most 
intense. 

The speaker closed with four sug- 
gestions for the agent wishing to hold 
his position and to continue offering 
professional service: 

—Keep up-to-date on the facilities 
available in the market by accepting 
coverage innovations and learning to 
interpret their advantages to the in- 
sured. 

—Round out one’s educational facili- 
ties to cover all phases of insurance. 

—Be aware of how company part- 
ners are faring since their profit or 
loss ultimately affects facilities avail- 
able to the agent for his customer. 

—Recognize that if the American 
agency system is going to have ef- 
fective professionalism (and this is the 
greatest weapon against competitors), 
both agent and company must begin 
now to work out plans to develop the 
most successful marketing approach. 


Safe Driver Plan 
For PHD In N. C. 


North Carolina Fire Insurance Rat- 
ing Bureau has submitted to Commis- 
sioner Gold a safe driver plan allow- 
ing collision rate reductions of 10% 
on private passenger cars for drivers 
qualifying. 

The bureau also proposed average 
rate increases of .9% for $50 deducti- 
ble and .5% for $100 deductible. Com- 
prehensive rates would be unchanged 
on private passenger cars, but the re- 
vision calls for reductions ranging 
from 5.6% to 11.6% on commercial 
cars. The safe driver feature has no 
application to commercial cars. 


Service Guide. 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 


TLANTA NEW YORK 
DALLAS MIAMI 

















RICHMOND 
PORTLAND 














CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Ralph 4. Colton 


30 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 
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Prize Winning Folder For PIP 
In competition 


sponsored by the 
Baltimore Art Di- 
rectors Club, the 
pictured U.S.F.&G. 
LIGHTNING folder on the pub- 
WINDSTORM e e e ° 
HAIL lic and institution- 
meee al property plan 
? was judged “best 
of its class” (direct 
mail material— 
less than four 
colors).There 
were more than 
600 entries of ad- 
vertising of all 
kinds in the com- 
petition, with only 
30 awards in all 
categories. U.S.F.- 
& G.’s folder won 
out against materials submitted in behalf of industrial, mercantile, and service 
advertisers of all types. 

But more important to U.S.F.&G. is that its agents are using the new folder 
in great quantity and report it highly effective in making contact with institu- 
tional type accounts, 

The folder was designed both as a direct mail piece—to go to trustees, board 
members or other governing bodies of institutions prior to an interview—and 
also as a memorandum that could be left with a group following a presentation. 
The advertising piece makes no detailed presentation of the classes of coverage 
but simply lists them. It notes that the plan is superior to ordinary insurance. 
Thereafter, the folder explains in some detail points of superiority, with par- 
ticular emphasis on the plan’s flexibility. 

The material is not aimed at any “typical” institutional risk. The company 
endeavored to make it equally appropriate for institutions from the simple to 
the complex. In carrying out this aim, the cover lists a score of institutions 
that might be prospects for the coverage—from almshouses to universities. The 
list appears in a small, open face type and at first appears to be simply a decor- 
ative device. But, the company feels, this has the advantage of showing agents 
the size of the market, and of showing the individual institution that the plan 
is adaptable to its needs. 

The art treatment in the folder is restrained and in harmony with the in- 
stitutional character of prospects. Featured are antique steel engraving type 
illustrations of a fireman with trumpet, wooden fire hydrant, and fire brigades 
with hand pumpers. Paper in the four-page booklet is of different colors—a 
subdued tan and pale blue—giving the piece the appearance of having been 
printed in three or four colors, rather than in the less-expensive two colors. 

Since it was felt that the nature of the institutional risk was such that the 
folder should not be delivered as an enclosure with routine mailings, the 
pamphlet is supplied to agents with a matching envelope of top quality. 
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Kentucky Casualty, Surety 


Managers Elect Boedeker 
Martin W. Boedeker, Royal Ex- 


Department Functions 


Told At Ill. A&S Forum 


Functions of the Illinois department 


HreNATIONAL UNDERWRITER 





were described by Chief Counsel Rob- 
ert S. Diehl at the June meeting of IIli- 
nois A&S Underwriters Forum at Chi- 
cago. 

Much of his talk was devoted to 
the department’s handling of claim 
complaints, and he emphasized that 
the department has no authority to 
compel any company to pay a claim. 
A more adequate exploration of what 
is and isn’t covered in policies would 
obviate many complaints, he said, and 
this is up to the producer. 


change, has been elected president of 
Kentucky Casualty & Surety Mana- 
gers’ Assn. Other officers are Fred An- 
derson, Aetna Casualty, 1st vice-presi- 
dent; Elmer Schoumacher, Maryland 
Casualty, 2nd vice-president; Donald 
A. Peckham, Great American, secre- 
tary; and Robert C. Gocke, Phoenix of 
London, treasurer. 

Wisconsin and Nebraska have ap- 
proved the meritmatic homeowners 
plans of Zurich. 


Correspondents of 


Lloyd's, 


London 


Professional Service for all 


your Lloyd's Coverages. 


H. Wm. SADLER & CO. 


175 W. Jackson Blvd. 
WAbash 2-768] 


Chicago 4, Ill. 
Cable - Sadlerco 


TWX CG 1659 
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CONTINUALLY EXPLORING 
NEW [DEAS 


@ Time is with us. The growing thirst for information fits our 
business perfectly. We not only attempt to keep pace with events and 
new ideas but far out-distance them. Producers who foresee the grow- 
ing need of tomorrow’s professionalism demand the efficiencies so 
inherent in dealing with Bowes & Company. As a special risk firm, we 
are never satisfied with the usual. We have proven this in a thousand 
different ways. Time after time we have taken the initiative to cut the 
cloth to fit the perfect pattern — develop new and revolutionary forms 
of coverage for individuals, industry and commerce. If you have a par- 
ticular problem, seek imaginative underwriting and strong safeguard 
against competition, remember your best bet is Bowes & Company. 


Bowes & Company, Inc. 


135 SOUTH LASALLE STREET * CHICAGO 3 « ILLINOIS 





99 JOHN STREET e NEW YORK 38 * NEW YORK 
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IAHU Brought Up To Date On Education, Training, Research 


(CONTINUED FROM PAGE 10) 
available to it. 

“We are very much concerned about 
this attitude. The prospect doesn’t say 
to himself, ‘I’m going to buy my disa- 
bility insurance from a_health-only 
company and my life insurance from a 
life-only company.’ Generally speak- 
ing, he doesn’t ‘buy’ from either one. 
He is usually sold on his need by a 
good agent, be it life or health or both, 
and he tends to deal with the agent in 
whom he has confidence and who sells 
the need for either life or health income 
replacement or expense needs. 


Fundamental Question 


“The fundamental question is this: 
Shouldn’t the agent selling both lines 
be equally qualified in each? If not, 
how can he do an adequate job for his 
client? LUTC feels it simply isn’t 
enough to have expert knowledge of 
one coverage and a slight acquain- 
tanceship with the other. Whether 
health insurance is your first or second 
line should make very little difference 
when it comes to sales training. Every 
underwriter should want and should 
plan to embark on a continuous pro- 
gram of health insurance education 
and training. It has been proved time 
after time that the salesman who is 
pursuing a course of training is more 
effective and more productive during 
the course. If this is so, doesn’t it fol- 
low that he should be constantly en- 





ws 


gaged in health insurance training? 

Discussing health insurance sales 
research, Alfred G. Whitney, associate 
director of research of Life Insurance 
Agency Management Assn., said the 
analysis of current sales trends has 
been more difficult in health insurance 
than it was in life insurance, mainly 
because of the lack of a common unit 
of measurement. 

“We hope to publish a survey re- 
porting new issues of health insurance 
in terms of annualized new premiums,” 
he said. “‘We have been unable to do 
this because many of our member 
companies do not keep records in this 
form. Meanwhile we are publishing a 
quarterly total premium survey for the 
following categories of coverage: group, 
industrial, credit, individual loss of 
time, individual hospitalization, indi- 
vidual major medical, and all other 
individual. 


Broken Down Further 


“In addition, the loss of time and 
hospitalization categories are further 
broken down into three groups: com- 
mercial, non-cancellable and guaran- 
teed renewable. The quarterly surveys 
report the total premium income for a 
group of contributing companies, sep- 
parately for the United States and 
Canada. For all three sub-groups un- 
der the loss of time and hospitalization 
headings, premium income is reported 
for each state and each province.” 


WHEN YOU ARE LOOKING 


HIGH and LOW 


FOR YOUR UNUSUAL COVERAGES 


Call us on... 


AUTOMOBILE PHYSICAL DAMAGE 


AUTOMOBILE EXCESS LIABILITY 


High 
Lowe 
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Multiple 





53 W. JACKSON BLVD. . 


(standard or sub-standard) 


(Excess 5/10/5 or Excess of 10/20) 





Line Insurance Underwriters 


CHICAGO 4. ILLINOIS 
WEssTER 9-3651 


AGENT TERRITORIES AVAILABLE IN MOST MID-WESTERN STATES 





Mr. Whitney said that for the 1960 
survey there were 91 contributing 
companies, including a_ substantial 
number not members of LIAMA. Only 
a few of the larger companies in the 
business are not at present participat- 
ing in the survey. Efforts are contin- 
uing to obtain their cooperation. The 
addition of 10 or 12 companies will 
make it possible to determine and 
publish an estimated industry survey, 
rather than the present survey of in- 
terested companies only. 


Results Useful 


The results will be useful, said Mr. 
Whitney, because by knowing the 
trend in the health insurance market 
by type of coverage and the growth 
in sales by states and provinces, com- 
panies should be in a better position 
to plan the expansion of their own 
sales programs and the proper alloca- 
tion of their training and supervisory 
resources. 

Analyzing the federal and_ state 
legislative picture, Robert R. Neal, 
general manager of Health Insurance 
Assn., said it’s generally assumed there 
will not be legislation in the health 
care field at this session of Congress. 
State legislators seem primarily con- 
cerned with making sure that (1) the 
insured has the right to keep or con- 
tinue his health coverage; (2) the in- 
sured understands his health insur- 
ance policy and (3) he does not pay 
too much for his health coverage. 

On the first point, Mr. Neal said the 
Metcalf-Russo legislation in New York, 
requiring conversion rights, rate reg- 
ulation for group conversion at age 60 
and over, and severely restricting the 
right to refuse to renew converted or 
other individual policies, has had im- 
portant consequences. Many companies 
have either stopped issuing individual 
health policies in New York or have 
substantially raised the rates. Formal 
rate regulation for group conversions 
at age 60 and over has had an in- 
direct, yet very real, impact on the 
meaning of “reasonable in relation to 
benefits provided” for at least the older 
ages in the 59-and-under categories. 


Policy Approval Hampered 


Also, the Metcalf-Russo laws have 
complicated and otherwise adversely 
affected both the preparation and ad- 
ministrative review of policy forms, 
said Mr. Neal, very nearly paralyzing 
the policy approval process both for 
forms subject to and not subject to this 
regulation even in the New York de- 
partment, which has a staff and an 
annual budget roughly double that of 
the next largest insurance depart- 
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ment. Moreover, the marketing of 
health insurance has been adversely 
affected in other states by virtue of the 
increased difficulty of drafting policy 
forms that would meet the New York 
requirements and still be acceptable 
to other states. 

However, said Mr. Neal, the fore- 
going are perhaps of only minor signi- 
ficance compared with the relationship 
between the Metcalf-Russo state legis- 
lation and the so-called Forand-type 
legislation at the federal level. Here 
the critical question is whether the 
Metcalf and Russo acts strengthen or 
weaken the defense against the threat 
of a government program for financing 
the cost of medical care. 

The big distinction between govern- 
ment compulsory plans and private 
plans is the flexibility and variety of 
the latter. To the extent that the Met- 
calf-Russo kind of law limits the 
capacity of the private market to sup- 
ply variety, it impairs its capacity to 
meet the threat of governmental us- 
urpation of the field. 

“There has not yet been sufficient 





Water Requirements For 


Fire Protection Reviewed 

Water supply requirements in indus- 
trial fire protection were reviewed by 
Oscar Carlson, vice-president and chief 
engineer of Protection Mutual Fire, at 
the June meeting of Chicago chapter 
of Society of Fire Protection Engineers. 

He said the essence of the engineer’s 
job is to determine the demand for 
water by sprinklers and hose streams, 
the source of supply and the amount 
of water needed and available. The 
primary demand is the amount of wa- 
ter needed to supply sprinklers which 
would open initially. For possible fires 
of conflagration proportions, engineers 
must establish a total demand for all 
sprinklers that would ultimately open. 

Demands are classified high, mod- 
erate and low, depending on the type 
of industry and structure involved, he 
noted. 

Mr. Carlson said that duration is an 
important factor in determining water 
supply. It is difficult to ascertain how 
long fires will last, but the length of a 
fire is likely to vary according to the 
classification of the plant. Therefore, 
engineers should allow themselves a 
margin for safety in their require- 
ments, he advised. 

The migration of industry to sub- 
urban areas brings up the problem of 
public water supply, which is the pri- 
mary supply, he said. Where this sup- 
ply is not adequate, the engineer must 
consider an alternative source, such as 
elevated gravity tanks or pressure 
tanks. 








established in New York in 1850 ‘ 


INTERMEDIARIES EXCLUSIVELY 
FIRE e CASUALTY 


| STUYVESANT 


INSURANCE COMPANY 


EXECUTIVE OFFICES 
1105 HAMILTON STREET, ALLENTOWN, PA. 
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experience under the New York legis- 
lation to permit a definite conclusion 
that such laws weaken or strengthen 
our opposition to proposed federal leg- 
islation,”’ said Mr. Neal, “but in either 
event it is noted that seven other 
states are considering or recently have 
considered bills copied from portions 
of the Metcalf-Russo acts and other 
states can be expected to do likewise.” 


Williams Lists Goals 


“We must move forward with vigor 
and enthusiasm, and assert leadership 
where it is called for,’ said James R. 
Williams, vice-president and general 
manager of Health Insurance Institute. 
“How do we translate leadership in 
terms of specific programs and goals?” 

Mr. Williams answered this by list- 
ing four long-range goals recently ap- 
proved by Health Insurance Assn. for 
the health insurance business in build- 
ing its public relationships: 

1. Make maximum use of resources, 
both financial and manpower, in all 
aspects involving the financing costs 








Unusual Action Saves 
Insurers Standing Trial 
In Chicago For S.D. Loss 


An order favorable to insurers has 

been handed down in circuit court in 

| Chicago in an unusual procedural ac- 
tion by the companies. 

Frank Kajari sued 10 insurers, al- 
leging loss and damage to his build- 
ings, machinery and fixtures and 
stock-in-trade by fire on May 31, 1956 
at Winner, S. D. The amount of loss 
was $6,875, and Mr. Kajari asked that 
amount plus interest and costs. His 
suit was not filed until April 20, 1960, 
more than 12 months after inception of 
loss. 

Nine of the defendant companies 
moved to dismiss the action, which the 
plaintiff brought in Chicago, under 
section 48 of the civil practices act of 
Illinois which allows defendants to ask 
for a dismissal before filing an answer. 
The insurers’ motion was supported by 
an affidavit of the adjuster who inves- 
tigated the loss, plus copies of corres- 
pondence and other documents to re- 
fute the allegations in the plaintiff’s 
amended complaint seeking to estab- 
lish a waiver of the 12-month suit lim- 
itation provision. 


Judge Dismisses Action 


The circuit judge sustained the in- 
surers’ motion and dismissed the ac- 
tion with prejudice as to each of the 
nine defendants, his order containing 
an appropriate finding making it final 
and immediately appealable. Plaintiff 
filed no motion to vacate within 30 
days, so his only remaining remedy is 
appeal. 

By employing section 48 of the Illi- 
nois civil practices act, the insurance 
companies avoided having to stand trial 
in Chicago for a loss which occurred in 
South Dakota. 

Frederick H. Stafford of Clausen, 
Hirsh, Miller & Gorman represented 
Home, Fidelity-Phenix, American, 
Springfield, and South Carolina, and 
Ronald M. Glink of Levin, Upton & 
Glink represented Pennsylvania Fire, 
North River, North British and U. S. 
Fire. 

Plaintiff was represented by Roy D. 
Grunnet. 


Vermont Women Elect 

Vermont Assn. of Insurance Women 
at its annual meeting elected Mrs. Mar- 
ion Power, Montpelier, president; Hel- 
en G. Scott, Poultney, vice-president; 
and Patricia G. Murray, Waterbury, 
secretary-treasurer. 
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due to ill health, including economic 
loss. 
2. Concentrate these resources, in 
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particular, on the development of even 
broader coverages and permanent 
health insurance protection, particul- 
arly for long term catastrophic illness 
and economic loss. 

3. Recognize that it is not enough to 
make coverages available but exert 
maximum effort to encourage indivi- Retrospective 
duals of all ages to provide adequate 
protection for themselves and their Physical Damage 
families. And in addition, promote 
cooperative relationships between all 
groups with a community of interest General ET 
in the providing and financing of 
health care. 

4. Support and identify itself with s 
health services that go beyond the Fire 
purely financing area, such as research 
and studies in connection with new 
types of medical facilities, rehabili- 
tation, accident prevention, health ed- 
ucation and health maintenance. 

Accelerated activity by companies 
must be matched at the institutional 
level through a definitive, well con- 
ceived and effectively carried out pub- 
lic relations effort, said Mr. Williams. 
The Health Insurance Institute has 
this responsibility, and to fulfill it, 
these four long-range goals have been 
given it: 

1. To create greater public aware- 
ness of the breadth and scope of health 
insurance coverage. 

2. To develop a heightened aware- 
ness of the need for families to budget 
more effectively against the cost of ill 
health and of the proper function of 
health insurance in helping to pay for 
the resulting economic loss. 

3. To stimulate broader understand- 
ing by the public of the scope of health 


care services and their relationship to Cosmopolitan Insurance Company 


the cost of health insurance. 


SURPLUS. LINES 











EXCESS LIABILITY 


Auto Liability 


General Liability 


e 
Limits Above 
Assigned Risk 













A member of the Cosmopolitan Group 


4. To bring about the desired level A multiple line stock company 
of cooperation and support among the 
providers of medical care, so that the 4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, Illinois 








health insurance mechanism may 
function properly and efficiently for 
the public. 





SURPLUS LINE AGENTS 
IMMEDIATE BINDING FACILITIES— 


Teletype unit installed in your office at our expense 
to give you instant replies to your inquiries. 
All lines of coverages—written in 20 year old company 


*Primary coverages in Pennsylvania 


* Surplus lines written through licensed agents in other states which permit non-admitted carriers to write liability 
coverages. 


Fire Owners, Landlords, and Tenants Liability 


Fidelity and Surety Manufacturers and Contractors 


iabilit 
Comprehensive General Garage Liability 
Liquor Liability 
Automotive 
Retrospective Contracts 
Reinsurance 
(a) Physical Damage 
(b) Auto Liability 





Excess Limits 


EMPIRE MUTUAL INSURANCE COMPANY 
1604 Walnut 


Philadelphia, Pennsylvania 
TWX + PH 1587 PHONE KINGSLEY 6-0480 
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44ANOTHER SUCCESS! 7? 


report Dick McAfee and Charlie Ricke, 
St. Paul Agents in Mercedes, Texas 
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“We covered a rodeo for a $1,250 premium 
with St. Paul’s Rain Insurance” 


**We’re not big-city agents used to 
dealing with big-city exposures, but 
when the unusual came up—there was 
the St. Paul ready to help us!”’ write 
St. Paul Agents Dick McAfee and 
Charlie Ricke, Mercedes, Texas. 


ance... 
premium.” i 
You, too, will be pleased with the 
St. Paul because in it you have a full 

multiple-line facility. One company 

offering MultiCover, Umbrella and 

Multiple Coverage Plans. 

Get full details . . . and find out how 
you can be a successful St. Paul Agent 

by writing your nearest St. Paul Office. 


*‘A rodeo company wanted a guarantee 
on gate receipts for 5 performances. 
‘We suggested St. Paul’s Rain Insur- 









HOME OFFICE 
385 Washington St. 
St. Paul 2, Minn. 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, Calif. 
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NEW ENGLAND DEPARTMENT { Insurance AGENT 

10 Post Office Square 2 ° 
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Boston 2, Mass. 
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The Agency System... An American Tradition 


. closed the sale for a $1,250. 
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Views Under-$5,000 Dwelling Problems 


(CONTINUED FROM PAGE 15) 
60% were insured for less than $5,000 
and 40% for more. 

—Of those insured for less than 
$5,000, approximately 87% were in 
stock companies and 13% in non-stock. 

—Of those insured above $5,000, ap- 
proximately 69% were in stock com- 
panies and 31% in non-stock. 


Averages, Under And Over $5,000 


—The average amount of insurance 
on policies under $5,000 in stock in- 
surers was $2,214 and above $5,000 is 
$9,099. Excluding farm insurance, these 
averages became $2,295 under and $9,- 
266 above. Farm insurance averages 
were $1,880 under and $6,836 above. 

—The total premium received in 
stock companies from policies under 
$5,000 was $159,808. The premium on 





List Stock Companies 
Participating In Wash. 


Stock companies currently writing 
participating fire policies in Washing- 
ton, according to department listing, 
are: American National Fire, Affili- 
ated FM, American Druggists, Amer- 
ican Guarantee, American Motorists, 
American Premium, American Star, 
‘American Universal, Anchor Casu- 
alty, American Empire, Beneficial 
F.&C., Civil Service Employees, Con- 
necticut Indemnity, General of Seattle, 
Guaranty Security, Harbor, Interna- 
tional Services, Jersey, Massachu- 
setts Bay, Merchants Indemnity, Mid- 
Century, National Auto & Casualty, 
National Indemnity, Northern of New 
York, Olympic, Pennsylvania General, 
Rocky Mountain F.&C., Security Na- 
tional, State Farm F.&C., Transcon- 
tinental, Transport Indemnity, Trans- 
portation, Underwriters of Chicago, 
United F.&C., Valley Forge, Vigilant, 
Washington F.&M., Western Pacific. 


New Directors Of State Farm 


Three new directors have been 
elected to the board of State Farm Mu- 
tual Auto. They are C. A. Peder- 
son, associate dean and associate pro- 
fessor of business management at Stan- 
ford University; Richard F. Stockton, 
vice-president and treasurer State 
Farm, and Thomas C. Morrill, vice- 
president State Farm. 

Stanford S. Schneider was elected 
a regional agency vice-president. He 
has been with the company since 1949, 
for the past two years as regional 
agency director. 


Wins Phoenix Sales Contest 


Albert H. Newman, co-partner in 
Boro Hall agency of Brooklyn and 
Merrick, N.Y., won the “Profit Eye” 
sales contest sponsored by Phoenix 
of Hartford. Points were awarded for 
fire, inland marine and casualty busi- 
ness, but Mr. Newman won on the 
basis of fire and inland marine pre- 
miums only. He and his wife were 
awarded a one-week vacation in Ja- 
maica. 


No. Illinois Adjusters Set Outing 

Northern Illinois Adjusters Assn. 
will hold its annual outing July 13 at 
Wagon Wheel Lodge, Rockton, Ill. In 
addition to golf, there are facilities for 
boating and ice skating. L. M. Carter 
of the adjusting company bearing his 
name at 1001 East Jefferson Street, 
Rockford, is outing chairman and in 
charge of reservations. 

International Automobile Insurance 
Exchange of Indianapolis has been li- 
censed in Georgia. 


policies above $5,000 was $234,856. 

Acting on these figures, the bureau 
reduced all rates 30% in third through 
eighth class towns. In ninth and 10th 
farm and country classes, rates were 
reduced 20%. Loss constants were es- 
tablished in different amounts for each 
class. 

For example, in third class towns 
the rate was reduced 30% and a loss 
constant of $3 a dwelling was added. 
On a dwelling policy for $1,000 the 
increase would be 114.3% For a $3.- 
000 policy, the increase would be 19%, 
while at $5,000 there would be no 
change. On a $10,000 policy the reduc- 
tion would be 14.3% and would grad- 
uate to 25.7% at $50,000. 

Mr. Johnson explained that the loss 
constant is not only to increase the 
premium cost on lower valued dwell- 
ings, but rather to cover the average 
loss, which runs approximately the 
same on all dwellings. 


Pro Rating Complications 


The bureau must still evolve methods 
for checking rates and loss constant 
charges, he said. This process is com- 
plicated by the frequent necessity for 
pro rating insurance in several compa- 
nies to avoid over-lining any one in- 
surer, especially in unprotected dwel- 
lings. 

Another complication, he said, re- 
sults from the absence of a loss con- 
stant charge on household furniture 
when insured in the same policy as the 
dwelling, thus increasing the liability 
to the insurer. In this case, it is possi- 
ble to pro rate the insurance in several 
companies and do the same with the 
loss constant. But then a loss constant 
pro ration endorsement must be at- 
tached to each policy. The endorsement 
carries a severe penalty for insured on 
a partial loss, if the loss constant has 
not been accurately pro rated according 
to total insurance permitted. 

For instance, Mr. Johnson assumed 
an insured who had $30,000 on his 
home, written in three policies of $10,- 
000 each. During the life of the policies, 
he dropped one of them but failed to 
notify the other agents. Should there 
be a partial loss, the company would 
pay only two-thirds of the amount 
lost, because the policies would still 
show $30,000 total insurance, and the 
loss constant would be pro rated on that 
basis. 





CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicage 2, Illineis 


e@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


@ Empleyers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 

H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contects 
are confidential. 
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Cal. Brokers Outline 
Ideas For Improving 
Safe Driver Plan 


Three suggestions for improving the 
safe driver plan in California have 
been made by Insurance Brokers Assn. 
of California. 

They are: Reduce costs of handling 
with an automatic renewal multiple 
copy certificate plan to be delivered to 
and billed by producers; assess points 
to the driver’s car instead of the high- 
est rated automobile; producer should 
complete the application form. 

The suggestions were made in a let- 
ter from Lloyd M. Kahn of the Califor- 
nia association to National Assn. of In- 
suarnce Brokers in response to an in- 
quiry from the national body. They 
represented the results of a study con- 
ducted by the California brokers cas- 
ualty committee headed by Charles G. 
Bertoli. 


U. Of Ala. Business School 


Dean Named To CLU, CPCU 


Educational Advisory Unit 


Paul Garner, dean of the school of 
commerce and business administra- 
tion of the University of Alabama, has 
been appointed to the council of edu- 
cational advisers of American College 
and American Institute. 

The council serves both the college 
and institute as an advisory commit- 
tee on matters pertaining to examina- 
tion standards, relationship of under- 
graduate and graduate insurance cur- 
ricula to the CLU and CPCU prog- 
rams, evaluation of educational ob- 
jectives and similar subjects. 


View Impact On WC 
Of Liberal Disability 


The U.S. Chamber of Commerce held 
a meeting of a subcommittee of its in- 
surance committee to discuss the en- 
croachment of the liberalized disabil- 
ity program on workmen’s compensa- 
tion. The meeting was presided over 
by Harry V. Williams, Hartford Fire, 
subcommittee chairman. Also present 
was Ben H. Mitchell, Texas Employ- 
ers, a director of the chamber and 
chairman of the insurance committee. 


San Francisco Brokers 


Elect Farrell President 


Edwin M. Farrell has been elected 
president of Society of Insurance Bro- 
kers of San Francisco. He succeeds 
Henry Doble. 

Robert Levision Jr. has been named 
lst vice-president and Roger Lapham 
Jr. 2nd vice-president. 

In his president’s report, Mr. Doble 
gave special emphasis to the relation- 
ship of the society to its southern 
California counterpart and to the na- 
tional organization. 


Wetzel Of Florists Mutual 


Honored On Retirement 


A reception has been held for J. 
Charles Wetzel, executive vice-presi- 
dent of Florists Mutual of Edwards- 
ville, Ill., honoring him on his 65th 
birthday and his retirement after 34 
years with the c ompany. He will re- 
main as a director and a consultant. 


Offers BI For Kart Owners 


Universal Auto of Indianapolis is 
offering individual liability insurance 
for “kart”? owners at an annual premi- 
ium of $25 or $30, depending upon the 
state of residence. Liability limits are 
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10/20/5 with $3,000 accidental death 
and $300 transportation coverage, cov- 
ering insured for hazards involving 
ownership, maintenance or use of a 
“kart,” including racing on all private 
property in the U.S. and Canada. Cov- 
erage may be extended to additional 
members of insured’s family for addi- 
tional premiums. 


Strudwick Adds To His 


Holdings Of American Home 


A. E. Strudwick, president A. E. 
Strudwick Co., Minneapolis reinsur- 
ance brokers, has acquired an addi- 
tional 16,000 shares of Florida Home 
stock, bringing his holdings to 82% 
of the 102,705 shares issued and out- 
standing of the 200,000 shares author- 
ized. Mr. Strudwick recently gained 
control of Florida Home through the 
purchase of 34,330 shares from Gen- 
eral Development Co. and 34,330 shares 
from Southeast Shares Inc., both of 
Miami. 

The additional 16,000 shares were 
obtained through a general offer to 
minority stockholders to purchase the 
remaining $10 par stock at $24.50 a 
share. 


State Department Selects 
Consolidated Mutual A&S 


The State Department’s bureau of 
educational and cultural affairs has 
chosen Consolidated Mutual to write 
its group A&S program, beginning 
July 1. 

The plan was devised by Consoli- 
dated to fit government specifications 
and covers foreign students, teachers, 
trainees, technicians and officials 
brought to the U.S. or its possessions 
for training, study or observation. 
They will be insured for blanket med- 
ical expense for both A&S and acci- 
dental death or dismemberment. In- 
sured may take advantage of an op- 
tional feature and provide the same 
coverage, at their own expense, for 
dependents who accompany them. 

The coverage is also available to 
U. S. citizens and their families sent 
overseas by the State Department un- 
der its exchange or training programs. 


Meek Retires From F.&D. 


R. Shedrick Meek, attorney in charge 
of the Boston claim office of Fidelity 
& Deposit, has retired. He joined the 
company in 1922. Following five years’ 
experience in the home office claim de- 
partment, he was named claims attor- 
ney at Kansas City and remained in 
that capacity until his transfer to Bos- 
ton in 1937. 


Colorado Mariners Elect 


William E. Metzger, North America, 
was elected skipper of Mariners Club 
of Colorado at the annual skipper’s 
dinner, held this year at the U. S. 
Air Force Academy. 

Other new officers are William Herr, 
Garrett Bromfield & Co., lst mate, 
Robert Schreck, Whitwell & Schreck 
Adjustors, 2nd mate; Irene Head, 
Home, purser, and Ray Nelson, Apple- 
ton & Cox, jimmy-legs. 


Applies For 22% Rate Increase 

Hospital Service Assn. of Toledo has 
applied to the Ohio department for a 
22% rate increase to be effective Oct. 
1 or Nov. 1. A public hearing will be 
held in Toledo if the department deems 
it necessary. The last rate change for 
the Toledo Blue Cross was in Novem- 
ber, 1958. 


Zurich Names Molloy 
At Cincinnati; Walicki 
Heads St. Louis Sales 


Zurich has established a branch of- 
fice at Cincinnati with Thomas P. Mol- 
loy in charge. The office will supervise 
southern Ohio, Kentucky, and part of 
Indiana. 

Mr. Molloy has held various field 
and underwriting positions in Ohio for 
the past 15 years, most recently with 
Home Indemnity. He joined Zurich as 
superivising underwriter at Cleveland 
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in 1960. 

Gerald E. Walicki, Detroit sales rep- 
resentative, has been transferred to 
St. Louis and named branch sales su- 
perintendent there. 

Mr. Walicki joined Zurich at Chi- 
cago in 1956 as a sales trainee and 
was transferred to Detroit in 1958. 

Insurance Accountants Assn. of 
Philadelphia at its annual meeting 
elected Thomas Egee, Maryland Cas- 
ualty, president; Robert Reeder, North 
America, vice-president, and Lloyd 
Price, Employers, secretary-treasurer. 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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LIABILITY CLAIMS 
EXAMINERS 


Progressive, multiple-line stock company in west- 
ern Michigan has two Home Office openings fer 
top-flight Claims Examiners due to expansion. 
Outstanding opportunity for Claims Representa- 
tives with field and supervisory experience. Legal 
background preferable. Would consider retiree. 
Attractive salary commensurate with qualifica- 
tions. Send complete resume in confidence to 
Z-21, National Underwriter, 


175 W. Jackson 
Boulevard, Chicago 4 Illinois. 








CASUALTY UNDERWRITER 


Experienced, for responsible position. Old es- 
tablished Stock Fire Insurance Group, now mul- 
tiple line, located in Northern Illinois, outside 
Chicago. Salary commensurate with experience 
and ability. Liberal benefits. All inquiries con- 
fidential. Our employees know of this ad. Write 
Z-26, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill., giving experience, edu- 
cation, age, etc. in first letter. 





} AGENCY FOR SALE 








REINSURANCE 


Unusual opportunity for experienced rein- 
surance account producer to become af- 
filiated with growing Mid-Western broker- 
age firm. Salary five figures plus interest 
in overall profits. Replies confidential. 
Write Z-27, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











FIRE MANAGER 


Progressive midwest mutual auto insurance com- 
pany entering fire and related casualty field 
needs man to organize, head and run this de- 
partment. Must know all aspects of these lines. 
Age 25 to 40. Excellent opportunity. Salary 
open. All replies confidential. Reply in writ- 
ing to: 
John R. Holden, Secretary 
Heritage Mutual Insurance Company 


Sheboygan, Wisconsin 








I.M., FIRE AND 
MULTIPLE LINE MANAGER 


Former branch manager major company desires 
new connection. Willing to relocaté. Write Z-I7, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








UNDERWRITER AVAILABLE: 
28 years one company supervising three million 
auto, casualty, inland marine. Also automated 
auto plan integrating rates, statistics and ac- 
counts. College degree, age 54; health excellent. 
Write to Z-20, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4 Illinois. 


OPPORTUNITY WITH MAJOR 
MULTIPLE LINE 
REINSURANCE CO. 


for young man with fire background. Must 
have broad home office or branch expe- 
rience. Production experience helpful but 
not essential. College graduate. Excellent 
group life, medical and retirement bene- 
fits. Salary open. Reply will be held in 
strict confidence. Write to Z-3, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








Los Angeles. 12 years old 

$85,000 annual commissions. 
Superior staff, top salesmen. 
Modern equipment, good lease. 

Less than 36% saturation of 
existing clientel. 

Ideal for Eastern Agency who 

needs Los Angeles Branch office. 
Partners disagree. Can buy all 

or 50% with option on managing 
partner’s services. 

Priced for quick sale at $100,000. 
Principals only. 

Write to Z-23, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Hl. 








if you are a 


LONG HAUL TRUCK 


underwriter thoroughly experienced, believe your 
job ability is excellent, want good starting pay 
leading to top compensation and executive 
official position, desire to be in complete 
charge of Commercial Division of nationwide 
stock insurer, write giving complete job history 
to Z-16, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. All replies treated fully 
confidential. 








INLAND MARINE/ MULTIPLE 
LINE SUPERVISOR 


Challenging supervisory position with progres- 
sive multiple line firm. Must have 10 to 15 years 
experience and thorough knowledge of inland 
marine, block, homeowners, cargo and hull as 
well as good background in general insurance 
and some field work. This man will supervise 
underwriting at Pacific Coast departmental 
level and should also be able fo contact agents. 
Age 35-40. Send resume to: Z-I8, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 








CASUALTY OR FIRE CO. WANTED 


Substantial insurance men interested in acquir- 
ing small casualty or fire companv. Prefer com- 
pany licensed to do business in more than one 
state. All replies will be handled in strictest 
confidence. Write to Z-29, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ilinois. 








FIELD SUPERVISOR 


Excellent opportunity to become associated with 
a fine multi-stage fire and casualty insurance 
group now extending operations into northern 
Illinois. Sales or underwriting experience in all 
lines except surety is required. Reply to Z-22, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


CASUALTY UNDERWRITER 
Excellent opening in Kansas City service office 
for a man with several years casualty under- 
writing experience. Please call Mr. Harper at 
Kansas City office, BA 1-5255, or Mr. Eby at 
Chicago office, WA 2-5463 to discuss. 


General Accident Group 
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Shown below are skilled drafts- 
men in our Special Diagram 
Department at Pelham—spe- 
cialists at converting rough 


sketches into accurate diagrams in varying scale. They prepare 
whatever’s desired by various brokerage firms as well as bureaus 


and associations. 


In today’s “jet age,”’ this Department can normally receive, 
produce and deliver as fast—and usually more economically— 
as any combination of technicians in your own back room or 


home city. 


If your firm “engineers” risks and produces diagrams in 
quantity for insureds, you should learn the details on this made- 
to-order service. Just drop us a note, outlining your typical | 
requirements. 


SANBORN 
MAP 
| COMPANY, INC. 


Head Office: 
629 5th Ave. 
Pelham, N. Y. 


New York 
Atlanta 


Chicago 
San Francisco 
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Georgia Agents Set Record At Annual 


(CONTINUED FROM PAGE 1) 


approval”—prominent in most other 


| association meetings of recent vintage 
| —were conspicuously absent 
| vannah. Members and officers of the 


in Sa- 


Georgia association feel, apparently, 
that enough has been said and written 
on the subject and they had no wish 
to muddy the waters further. There 
was some discussion of the uninsured 


| motorist problem. The Georgia associ- 


ation will sponsor mandatory unin- 
sured motorist legislation when the 
1962 legislature convenes. 


Two Intriguing Panels 


Two intriguing panel programs 
played before packed houses. The first 
of these on agency management had 
as participants F. A. Brown, Rome; 
Adrian Cohen Sr., Augusta; John 
Cowden, Brunswick; John H. Davis, 
Gainesville; Thomas Fesperman, Way- 
cross; J. Lamar Johnson, Macon; Mr. 
Naumann, and John K. Snellings, At- 
lanta. Gerry R. Holden Jr., Atlanta, 
served as moderator. 

It seemed that every question asked 
struck a raw nerve in some segment of 
the audience. For example, Mr. Cow- 
den stated that he favored direct bill- 
ing, company accounting, etc., even if 
this means lower commissions. He said 
he believes that his primary function 
is to serve and sell more insurance— 
not to develop a beautiful accounting 
system. He pointed out that too many 
agents place too much emphasis on 
those things which no one ever sees. 
He believes that everyone needs to ad- 
just his thinking to place more concen- 
tration on selling, where it belongs. 
Several members in the audience took 
somewhat more than moderate excep- 
tion to this. 

Mr. Davis agreed that some of the 
features of company billing have ap- 
peared to be reasonably successful but 
that there have been some unpubli- 
cized repercussions. He does not favor 
direct billing programs and feels that 
they are still very much in the trial 
and error stage. 


Direct Billing Inevitable? 


Mr. Naumann agreed that direct 
billing may be inevitable, but that so 
far he has only the special automobile 
policy on a direct billing basis and that 
even this is a matter for very special 
underwriting. So far his office places 
no “regular” business on a direct bill- 
ing basis and until he gets “regular” 
business, his office refuses to use it. 
His remarks were heartily applauded. 


Mr. Johnson supported Mr. Cowden , 


and called for his companies to do 
more along the line of direct billing 
rather than less. 

In a discussion of how much life 
business is being solicited, a show of 
hands revealed that there is still a 
surprising lack of interest in life. Only 
one member indicated he has a full- 
time life salesman. 

The panel touched not only on auto- 
mation, but packaging, advertising, 
mergers, etc. 

Joseph O. Hatch, Savannah, moder- 
ated a second question-and-answer 
panel on topics of general interest to 
the business. This too ran for almost 
three hours and left the participants 
and members of the audience more 
than a little shell-shocked. 

The panel members included Wil- 
liam Ellis, vice-president Aetna Cas- 
ualty; Thomas E. Walton Jr., vice- 
president North America; Roy S. 
Thompson Jr., president American 
Southern; John E. Bailey, agency su- 
pervisor Georgia International Life; 
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Langdon C. Quin Jr., president Hurt 
& Quin general agency, Atlanta; A. B, 
Robertson, executive vice-president 
Crawford & Co., Atlanta; Emanuel 
Levy, editor Insurance Advocate; Rob- 
ert C. Dauer, assistant editor the Fire, 
Casualty & Surety Bulletins; and Rob- 
ert S. Smith, president Rapid Rater 
Co. 

Mr. Ellis defended the special auto- 
mobile program of National Bureau, 
pointing out that it was an attempt to 
provide’ stripped-down automobile 
protection for insurers who do not 
wish all of the frills in the family poli- 
cy. He indicated that his company is 
entirely satisfied with the success of 
its own economy program. 


Mr. Smith Comments 


Mr. Smith’s comment that the spec- 
ial automobile program would be more 
enthusiastically endorsed by agents if 
it were in truth a “stripped-down” 
program, minus all frills whatsoever— 
drew hearty applause. He pointed out 
that the special policy, as it now 
stands, is really neither “fish nor 
fowl,” neither a “cheap” policy, de- 
signed solely to comply with financial 
responsibility requirements, nor yet a 
quality package. 

Mr. Dauer suggested that economy 
considerations aside, part of the rea- 
son behind the introduction of direct 
billing programs lay in the belief by 
the companies which have installed 
these programs that they must control 
a family’s automobile insurance before 
they can control the other personal 
lines written for that family. He sug- 
gested that they are more likely to 
control automobile insurance on a 
year-to-year basis under a continuous 
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policy, direct billing type program 
than under some method of operation 
a which placement of business is left 
strictly up to the discretion of the 
agent. 

The panel members agreed that this 
is one of the tender areas in any direct 
billing operation. 

Among some of the other subjects 
explored by panel and audience were 
cooperative ad plans, loss draft au- 
thority for agents, the role to be 
played in today’s competitive atmos- 
phere by a smaller local company. Mr. 
Hatch drew a reluctant halt to pro- 
ceedings while still holding a raft of 
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unanswered queries. 

The Edgar Dunlap award for out- 
standing community service went to 
Charles F. Wood of the Palmer & Cay 
agency, Savannah. The award for out- 
standing service to the insurance pro- 
fession by a past president went to 
James P. Walker, Augusta. Mr. Walker 
served 1954 to 1955. 


Midwest Field Men 
Meet With III Leaders 


Representatives of 15 field associa- 
tions in the midwest are meeting this 
week in Chicago for the third of four 
regional gatherings of Insurance In- 
formation Institute to bring field men 
up to date with current trends and to 
initiate new public service and public 
relations programs. Thirty-five presi- 
dents and public relations chairmen 
are attending. J. Carroll Bateman, gen- 
eral manager III, is the principal 
speaker, and Walter G. Dithmer, mid- 
west regional director III, is directing 
the conference program. 


New Presidents Listed 


The new field club presidents at- 
tending are O. E. Drayko, Hartford 
Fire, for Cook County; W. H. Kloster- 
man, America Fore, Missouri; R. J. 
McGlone, Crum & Forster, mountain 
states; L. C. Johnson, Beal general 
agency, Nebraska; D. K. Elvig, Ameri- 
can, North Dakota; H. P. Pence, Amer- 
ican, Ohio; Robert Fitch, U.S.F.&G., 
Illinois; Marvin Simpson, London & 
Lancashire, Indiana; Virgil Day, Aet- 
na Fire, Iowa; David Boyle, Royal- 


Globe, Kentucky; Alton Goodspeed, 
Hartford Fire, Minnesota; Patrick 
Murphy, American, South Dakota; 


Gregory Neybert, Fireman’s Fund, Wis- 
consin; B. B. Coats, Hartford Fire, Ten- 
nessee, and John MHeyboer, Great 
American, Michigan. 


Ky. Capital Stock Men 
Elect Boyle President 


David J. Boyle, Royal-Globe, was 
elected president of Kentucky Capital 
Stock Insurance Assn. at a meeting of 
state field organizations at Louisville. 
Other new officers are Norman W. 
Wilson, Cherokee, vice-president, and 
Joe H. Cheek, Agricultural, secretary- 
treasurer. 

New officers of Blue Goose are Wen- 
dell E. Harris, Springfield, most loyal 
gander; J. Russell Snyder, Kentucky 
Inspection Bureau, supervisor; Martin 
J. Iuler, Providence Washington, cus- 
todian; John S. Lemmon, Security Fire 
& Indemnity, guardian; Robert A. 
Johnson, keeper; and F. H. Stanhope 
Jr., General Adjustment Bureau, 
wielder. 

Jack Ronayne, Commercial Union, 
was elected president of Kentucky Fire 
Prevention Assn. E. C. McNutt, North 
America, is vice-president; and A. C. 
Malmquist, Phoenix of Hartford, is 
secretary-treasurer. 


Cimarron Names Matthews 


J. J. Matthews has been appointed 
special agent in North and South Da- 
kota for Cimarron of Kansas. He will 
have headquarters in Aberdeen. 


Walker In Cal. Field 


Industrial Indemnity has appointed 
Graham A. Walker special agent at 
Fresno. He has been an underwriter at 
Los Angeles. 

The Maryland assembly has sus- 
tained the governor’s veto of a bill 
which would have prohibited cancel- 
lation of a liability policy without prior 

notice to the broker. 


Non-Owned Auto 
Feature Covers 
Subrogation Suit 


(CONTINUED FROM PAGE 2) 


guilty of negligence and responsible to 
Mancuso and Emmco for the damage 
to the automobile and Motors obligat- 
ed to provide coverage for Rothenberg 
except for the $50 deductible in its 
policy. Sustaining this holding on ap- 
peal, Judge Lewis said that the “other 
insurance” clause refers to the insured 
having other insurance, which Roth- 
enberg did not have, and if Motors had 
intended the provision to apply to any 
other insurance on a non-owned auto- 
mobile, no matter by whom or for 
whom placed, it should have said so in 
the contract. 

This question has arisen frequently, 
particularly where the non-owned au- 
tomobile is borrowed from an automo- 
bile dealer and insured under a deal- 
ers form. The physical damage portion 
of the family automobile policy covers, 
as an insured, any person or organiza- 
tion, other than one in the automobile 
business, using or having custody of 
the owned automobile with the per- 
mission of the named insured. Thus, 
where one individual lends his auto- 
mobile to another and an insured loss 
occurs, there is no subrogation against 
the borrower under the family policy 
and many other forms in common use, 
because the borrower is protected as 
an insured, so nothing prevents an au- 
tomobile dealer’s insurer from bring- 
ing an action of this type and the 
question of coverage of the borrower 
by his automobile insurer has been 
important. 

A peculiar feature of the Rothen- 
berg case was that Motors tried, in its 
appeal, to raise the question of wheth- 
er Rothenberg should have been pro- 
tected by Emmceo’s policy issued to 
Mancuso. Judge Lewis refused to con- 
sider this question, holding that Mo- 
tors could have determined Emmco’s 
coverage before the lower court trial 
and could not open the matter on the 
appeal. The case thus seems to stand 
as authority for the position that the 
“other insurance” clause has no effect 
where the other insurance does not 
protect the insured under the policy in 
question. 


New S.C. AR Plan In Effect 

The new South Carolina automobile 
assigned risk plan becomes effective on 
new business July 1 and on renewal 
business Aug. 15. Under the revised 
plan, companies voluntarily writing 2C 
business are given a credit against as- 
signments. 

Intercontinental Agencies of Chicago 
have moved their offices in the Insur- 
ance Exchange Building to room A- 
1355. 





New Handbook Ready For 
No. Cal., Hawaii, Nevada 


A new Underwriters Handbook of 
Northern California, Hawaii, and 
Nevada has just been published by 
the National Underwriter Co. It pro- 
vides complete and up-to-date infor- 
mation on the agencies, companies, 
field men, general agents, groups 
and other organizations affiliated 
with insurance throughout these 
states. Copies of the new northern 
California, Hawaii, Nevada hand- 
book may be obtained from the 
National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $15 each. 
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Editorial Comment 


Please Answer The Last Question 


Two insurer vice-presidents—Wil- 
liam B. Miller of American and George 
C. Peacock of Agricultural—have done 
the business a favor by putting the 
spotlight back where it belongs—on 
manpower and particularly on field 
manpower. 

So many convention speakers have 
been yodeling about automation, but- 
ton pushing, magic billing systems, and 
policies as continuous as a link of hot 
dogs, that these “things” have super- 
seded in the interest of many the only 
ones who really matter: The men who 
are to use them. 

Messrs. Miller and Peacock, through 
forums provided by Insurance Infor- 
mation Institute’s field conferences in 
their respective territories, have 
brought the business back to consid- 
eration of at least one of its most im- 
portant assets—the field man. By ex- 
tension, the two vice-presidents have 
returned the entire question of human 
resources to the headlines. 

Mr. Miller pointed out that 85% of 
company executives came up from the 
field. He believes that the leaders of 
the future will rise from the same 
source. He rightly observes that the 
field is the first place where men be- 
come involved in the “over-all” ac- 
tivities of the company, rather than 
being devoted to a narrow specialty. 

Mr. Peacock noted that today’s field 
men have played a role in helping to 
produce three times as much premium 
as their predecessors. Their accomp- 
lishments prophesy a future in which 
their function will increase as their 
companies expand. 

Mr. Peacock considers the field man 
the architect of the agency system and 
regards him as one of the keys to the 
merchandising future as well as the 
companies’ best hope for exercising 
the degree of control needed for de- 
velopment of profitable operations. 

Neither of these timely commenta- 
tors promised a great future for the 
field man who has cemented himself 
in the status quo. Their predictions of 
greater opportunity for field men, in 


fact, can be equated with the pressing 
necessity that field men take on more 
responsibility and use their present 
skills more efficiently—particularly in 
marketing where they are the closest 
thing to sales managers the companies 
have, though not close enough. 

The Miller-Peacock statements are 
heartening. But it must be recognized 
that the field man himself is in no 
position to take immediate and con- 
clusive action to reach the goals the 
two vice-presidents envisage. They 
must have a new operating framework; 
redefinition of duties; more training, 
particularly in sales; and, above all, 
continuing reassurance that their job 
is not less important than formerly, 
but more so. These steps are neces- 
sary because insurer executives of the 
future must be trained to meet the 
foreseeable demands of forthcoming 
eras radically different from the past 
and even the present. 

Some companies have implemented 
the actions described, but too few. In 
many companies, the field man is still 
a perambulating filing system, chock 
full of memoranda on technical and 
niggling detail. 

A good deal of murmurous lip ser- 
vice concerning the changing role of 
the field man has been humming 
through the business for some time. 
But this drone should be translated 
into action. The companies are great 
for telling agents how the new super- 
duper paper processing procedures will 
help them escape from the woods of 
agency detail work and get out on the 
competitive plains where the battle 
rages. 

But before they ever get to the agent, 
the companies might consider apply- 
ing the benefits of improved procedures 
more fully to their own field men, not 
to give them freedom to do what they 
like but freedom to do what they ought 
and must do—take charge of the on- 
the-spot market planning, execution 
and control that will spell success or 
the lack of it for their companies. 

Thus it is to be hoped that the fel- 


low executives of Messrs. Miller and 
Peacock in all companies will be as 
impressed by their message as the field 
men who heard them or read their 
words must certainly be. 

These two men are to be commended 
for pointing up the simple truth. They 
have said, in effect, that the business 
must accelerate its expectation of find- 
ing its leaders among the field men. 
The two vice-presidents have also 
asked by implication: “Where is there 
an equal or better hope?”—J.N.C. 





Personals 


J. Victor Herd, chairman America 
Fore Loyalty group, and his family are 
vacationing in Honolulu. 


Harry P. Cooper Jr., president of 
Indiana Farmers Mutual and Town & 
Country Mutual, is recuperating at 
Indianapolis Methodist Hospital from 
a heart attack. He recently resigned as 
secretary of National Assn. of Mutual 
Insurance Companies. 


Victor H. Schiro, New Orleans agent, 
will become acting mayor of that city 
upon resignation of Mayor Morrison to 
become U. S. ambassador to the Or- 
ganization of American States. Mr. 
Schiro is a city councilman. 


A. Leslie Leonard, dean of the school 
of Insurance Society of New York, has 
been elected president of New York 
chapter of Chartered Life Underwrit- 
ers. Mr. Leonard is a past president of 
New York chapter of CPCU and is the 
first to be honored as head of both 
organizations. He started his business 
career as an agent of Connecticut Mu- 
tual Life and after service in the Navy 
in World War II he joined the Insur- 
ance Society as an educational assist- 
ant in 1946. He was named assistant 
dean in 1952 and dean in 1958. Mr. 
Leonard is presently engaged in grad- 
uate work at Columbia University. He 
is concentrating his current efforts on 
achieving degree-granting status for 
the society’s school. 


Miss Fannie Hardy, executive as- 
sistant commissioner of Arkansas and 
president National Federation of Busi- 
ness & Professional Womens Clubs, 
returned June 19 from a month long 
international trip during which she 
attended a meeting of directors of In- 
ternational Federation of B&PW Clubs 
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in Victoria Falls, Rhodesia, Republic of 
South Africa. Miss Hardy and 13 other 
representatives from the United States, 
joining some 170 other federation rep- 
resentatives from other countries, were 
in South Africa when the country of- 
ficially became a republic on May 31. 
Insurance people in South Africa with 
whom Miss Hardy had conversations 
were desirous of having the insurance 
laws of their country brought up to 
date, she said, particularly in the 
realm of agent qualification require- 
ments. They evinced interest in the 
recodification of insurance laws which 
a number of American states have 
undertaken in the past several years. 


Elmer B. McCahan Jr., vice-pres- 
ident and member of the executive 
staff of Fidelity & Deposit, is cele- 
brating his 45th year with the com- 
pany. He joined F.&D. as an attorney 
in the claim department. He was 
later assigned to the legal department 
and in 1948 was named general coun- 
sel. In 1950 he was elected a vice- 
president in charge of the claim and 
salvage departments. He was appointed 
to the executive staff in 1954. 


Howard F. Ahmanson, chairman of 
National American of Omaha has re- 
ceived an honorary doctor of laws 
degree from the University of Neb- 
raska. A graduate of the university, 
he was honored for his “contribu- 
tions to the economy of the nation and 
for his various civic and philanthropic 
endeavors.” 


Ralph J. Ladd, sales vice-president 
of Michigan Mutual Liability, has been 
elected president of Detroit Sales Exec- 
utive Club. 


Deaths 


THOMAS F. DOYLE, 57, of the Jer- 
sey City law firm of Doyle & Galvin, 
died at his summer home in Rumson, 
N. J. Mr. Doyle specialized in casualty 
insurance trial work for 30 years. 


LAWRENCE M. BRYAN, 91, opera- 
tor of the former L. M. Bryan agency 
at West Lafayette, Ind., died. In re- 
cent years he was associated with the 
Bundy-McNear agency there, to which 
he had sold the Bryan agency. He had 
been active in the business for more 
than 50 years. 


DeWILLIS JOHNSON, Atlanta 
agent, died at a private hospital there. 
He had been in the business 40 years. 


WILLIAM J. CONNERS, who op- 
erated an agency at Chicago, died. A 
colorful political leader, he had been a 
member of the Illinois senate since 
1934, and upon his death, a procession 





of 300 mourners from his ward 
marched in tribute to him. 
KARL F. KOCH, 83, who re- 


tired as office maanger of Home at 
Chicago in 1946 and had been with the 
company 50 years, died. 


ROBERT J. McKEE, 59, retired 
secretary-treasurer of Central Na- 
tional of Omaha, died at his home 
there of a heart attack. He was with 
the Iowa insurance department from 
1931 to 1939 and then served as an 
auditor of State Auto of Des Moines. 
He moved to Omaha in 1947 to join 
Central National. 


EDWARD D. LORING, 71, former 
resident vice-president at Chicago of 
American Auto, died at his Fresno, 
Cal., home. Born at Kirkstall, England, 
Mr. Loring’s preinsurance career had 
been a colorful one. He had been a 
stevedore, a teacher at Fort Apache, 
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Ariz., a fence rider of a cattle range, 
and he had participated in campaigns 
under Gen. John Pershing against the 
Moros in the Philippines in 1912-13 
and against Pancho Villa in Mexico 
in 1916. He saw overseas service also 
in World War I. After the war, he 
entered insurance with Travelers In- 
demnity as a special agent. For five 
years he was a general agent of Hart- 
ford Accident at Kansas City, and for 
three years he occupied a similar posi- 
tion at Detroit for Southern Surety. 
In 1930, he became manager at Detroit 
of Export and Export Indemnity and 
subsequently went to Chicago with 
Marsh & McLennan. Becoming Chicago 
manager of American Auto in 1933, he 
developed a large and successful op- 
eration there, and in 1935 he was 
named resident vice-president. At the 
height of his career, in 1946, he re- 
tired from the industry to operate a 
dude ranch near Phoenix. Mr. Loring 
returned to insurance in 1951 as 
executive secretary of Phoenix Assn. 
of Insurance Agents. 


JAMES P. WIERMAN, 98, who op- 
erated an agency at Breckenridge, 
Mich., for many years, died at the 
Masonic Home in Alma. 


HERBERT W. HOOVER, 56, mana- 
ger of the accident prevention depart- 
ment of Maryland Casualty, died sud- 
denly at his Baltimore home. He had 
been with the company 33 years and in 
his most recent position since 1945. Mr. 
Hoover was a charter member and past 
president of the Safety Engineering 
Club of Baltimore and was active in 
accident prevention and safety organi- 
zations. 


RICHARD J. GARVEY, 43, assistant 
secretary of Lumbermens Mutual and 
American Motorists of the Kemper 
group, died. Starting with the group in 
1939, he progressed through the claims 
and file departments to the newly 
formed procedures group in 1947. He 
was best identified as head coordinator 
of the electronic computer program and 
headed the electronics committee since 
its inception in 1958. He was one of the 
original members of Kemper Junior 
Board, serving in various official ca- 
pacities. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, June 27, 1961 






































Bid Asked 
$ $ 
PARTE COBGATAD ciscreisssicsivsererssessecesies 130 132 
Aetna Fire 112 114 
American Equitable _................... 21 22 
American, Newark 31 32 
American Motorists 20% 23 
Boston 35 36 
Continental Casualty 0.0.0... 107 109 
CU Se IIE da svccesissssscrsscresenentive 94 97 
Federal 69 70% 
RMD UNE cicciciscicccecsitecsesecisen 68 69% 
General Re. 128 132 
Glens Falls 40% 42 
Great American «0.0... 57 58 
INTE, TIMID. aicnnensasccvsessensnsstnanttasnne 67% 68% 
Hanover 444% 46 
po A 56 57 
Ins. Co. of No. America ............ 91 93 
Jersey Ins. 33% 35 
Maryland Casualty ...........ccssee 40% 42 
en 424%. 43% 
PE BEE disciceccsenintectnssisescotnesainen 136 140 
DRORTOTNE THI ccccccccctescassosnsesessesin 47 4812 
New Hampshire. ...........ccccccccsssssecess 57 58% 
North River ........... 47 4812 
SD ecicctennins 29 31 
Poe 99 101 
eT ceeccisseecretsnnevinnniininsosenies 22% 23% 
Reins, Comp. OF Ne. Ya soscescosccsseses 23% 25 
Reliance 624% 64 
Ce A eee 71 73 
Springfield F. 8c M. .......:sesesesereeese 37 38 
Travelers 118% 120 
Ree I CP OI: sacsencinsdosgentnrcsincsbseiclonts 57 58 
U. S. Fire 35 36 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


An intriguing question for followers of the 1961 bull market: How well have 
the investors fared who bought life stocks at their 1955 highs? The following 
list gives approximate high prices of 1955 (adjusted for stock dividends and 
splits), the low point for 1956-1960 and prices as of June 21, 1961. 


1955 High 1955-60 Low June 21, 1961 
PO ERI 5 ok hein Be 110 58 116 
URN alataran tte geet ciel usa%e 29 19 69 
Commonwealth .......... 17 11 39 
Comm. General ......0660%% 155 110 224 
CR NN es dow eats 101 37 157 
to ere ree 61 44 127 
CM ia eer ee Phacciwse ws 33 18 29 
Kansas City Life .......... 2000 1015 1925 
MO WO dasa. k 6 kee Gmene 72 40 86 
RAO NATE. eciiciceccccans 109 60 126 
INGE, REMRM aid ic Se ovale Oas 90 66 173 
Southwestern ............. 51 34 90 
Bo | eee 115 62 119 


Now in general very little stock was traded at the high point of 1955. There 
was a blow-off in the market in July of that year. As the quotations jumped 
traders that were short tended to buy stock to cover their losses and some 
of the highs were established by this type of transaction. It is interesting that 
even at that exalted level buyers of most issues would have done no worse 
than to break even after waiting six years while investors in a number of the 
stocks would have done very well indeed. In general a life insurance investor 
who anticipates a 10% annual appreciation over a long period will probably 
not be disappointed. There are periods of disenchantment and of sluggish 
markets, so that for any particular period of a year or so he may not enjoy 
such an advance. But then the life stocks will get into style and be rediscovered, 
as they have been for the past six month span and there is a radical upturn. 
Several of the issues in this list reacted as severely as 50% during the period 
when life stocks were out of style and the prophets were removing the “growth” 
label from them. 

Currently the market for insurance stocks is quiet. Some of the life stocks 
have retreated a trifle from their recent peaks, but without evidence of 
liquidation or pressure. The fire-casualty issues are a trifle lower. Mass. Protec- 
tive moved up 5 points to 105. Washington National proposes a 25% stock 
dividend and the stock which had been entirely on the bid side developed 
a market of 71-74. Southland Life was much in demand and sold as high as 
114. 

Fitch Publishing Co. had a favorable word on life insurance stocks and 
mentioned specifically Aetna Life, Lincoln National, Travelers, Transamerica 
and American National. The last named perked up after recent backwardness 
and again attained the 12 level. 

Insurance Securities Trust Fund of San Francisco has published a 10-year 
market performance study of selected fire-casualty stocks. The appreciation 
for that span was 233%, the yield at market was 4% at Jan. 2, 1951, and 3.2 at 
Dec. 30, 1960. The current dividend income as percentage of original invest- 
ment is 10.5. Percentagewise those showing the greatest market appreciation 
are: Continental Casualty 986.4%, General Reinsurance 817, American General 
(with a preponderant life insurance value) 591.7; American Motorists 511; 
Gulf 385.7; American Re-Insurance 366.5; Employers Reinsurance 365.3; Sea- 
board Surety 357.2; Insurance Company of North America 338.4; Republic 333; 
U.S. F. & G. 315.2 and Pacific Indemnity 308.6. 

Midwestern United Life of Fort Wayne has had a sharp advance lately based 
on a memorandum from J. H. Goddard & Co., Boston, which does extensive 
mailing. It has had a steep runup from 32 to 47. Those on the search for another 
Chas. E. Becker and Franklin Life are taking the measure of Phil J. Schwanz, 
president of Midwestern United. 





Simplified SD Plan 
Introduced In Pa. 


National Bureau and National Auto- 
mobile Underwriters Assn. have intro- 
duced in Pennsylvania modifications 
of the safe driver plan which have just 
been introduced in Ohio, as reported 
in the June 23 issue. 

Rate changes that accompanied the 
modifications in the plan include a 
2.4% reduction in auto PHD, a 5.7% 
increase in private passenger car lia- 
bility, a 15% reduction in medical 
payments, and a 6% increase in broad 
cover liability for garages. 

The changes in the safe driver plan 
eliminate or reduce points for certain 
traffic offenses and increase surcharg- 
es for serious traffic aberrations. These 
changes are identical with those made 
in Ohio and are effective July 1. 

Royal-Globe has moved its Hartford 
office to 22 Trinity Street. 


Lowry Is Top Executive 
Of Mich. Mut. Liability 


Upon the recommendation of Walter 
E. Otto, chairman, President H. John 
Lowry of Michigan Mutual Liability 
has been made chief executive officer 
of the company. 

Mr. Otto has directed the company 
as chief executive officer since he be- 
came president in 1936. He has been 
in the business for 55 years, joining 
Michigan Mutual as treasurer in 1918. 
He will continue as chairman. 


Louisville Agency Sold 


Mutual Underwriters agency of 
Louisville, headed by Thomas I. Ball, 
has purchased the Rothrock agency of 
that city. The agency was sold by Cad 
P. Thurman, former Kentucky commis- 
sioner, who was assigned as trustee 
after Karl E. Rothrock was charged 
with defrauding Louisville Trust Co. 
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Why Zurich 
Dropped Quarterly 
Billing Option 


By R. R. CUSCADEN 


If W. H. Auden once thought we 
were living in an Age of Anxiety, a 
good many people today feel that we 
are now in an Age of Credit. 

Never has it been so easy to pay 
tomorrow for what one buys and 
uses today; nor have the payments 
ever been as convenient (or, at least 
they appeared convenient when one 
originally signed up for them). 

Inevitably, the insurance business 
reflected this trend. At first available 
on a six month basis, some companies 
eventually brought out policies which 
had the option of being billed four 
times a year. And, as there seemed to 
be no let-up in the current, national 
craze for the “easy” payment, it has 
been pretty widely felt that more and 
more insurance companies would be 
offering this type of approach. 

For these reasons, Zurich’s announce- 
ment that it was discontinuing the 
quarterly billing option on its merit- 
matic auto policies may seem sur- 
prising to many in the:business. The 
reason, however, is simplicity itself: 
The company found that there just 
wasn’t the necessary demand for it. 


Fred Oliver Is Visited 


Intrigued by the whole paradoxical 
situation, this reporter visited Fred 
H. Oliver, assistant general manager 
of Zurich at Chicago, to find out more 
explicitly the company’s reasons for the 
decision. 

Mr. Oliver started with some facts. 
Zurich’s meritmatic auto plan has 
been available for three years. Zurich 
was the first large, truly multiple-line 
company to introduce such an elec- 
tronic billing plan. Originally offered 
on a six month billing basis, the 
three month option has been available 
for the past two years. 

However, Mr. Oliver stated, of the 
many thousands of meritmatic policy- 
holders, only a fragmentary 6% have 
requested the three month billing. 

There is absolutely no lack of en- 
thusiasm for the meritmatic plan itself, 
he said. In fact, if anything, the com- 
pany confidently expects an even 
greater response to it in the near fu- 
ture. The disinterest lay solely in the 
quarterly billing—with both insured 
and agency forces almost totally un- 
responsive to this feature. 

Consequently, the company had -to 
make a decision. The three month, 
electronic billing operation was expen- 
sive to maintain. Systems and em- 
ployes had been especially set up to 
handle such billing. It’s all rather like 
a large, expensive shop that opens its 
doors in the morning and closes them 
in the evening—with nary a customer 
all day long. Something has to give. 

And so Zurich, at present, no longer 
offers the quarterly option. Neverthe- 
less, Mr. Oliver noted, should a future 
demand arise, because of tough money, 
a recession, or whatever, Zurich would 
go back into the three month program. 

To paraphrase Marshall Field & Co.’s 
famous slogan, Zurich is only inter- 
ested in giving the insured what he 
(or she) wants. 

As a kind of footnote to all this, 
Mr. Oliver said that since the notice 
of the three month billing option’s de- 
mise went out, a matter of almost a 
month, only one complaint has been 
received from the entire agency force— 
some 2,500 agents from coast to coast. 
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NAII And AMIA Give Reactions To NAIC Prior Approval Vote 


(CONTINUED FROM PAGE 4) 
anyone’s mind is closed on the sub- 
ject; and 

—‘Two, that those who conclude 
they must disagree with us will docu- 
ment their opposition, and their pro- 
posed alternative solution to these 
problems, if indeed they have a solu- 
tion, in at least as much detail as we 
have documented our position.” 

Mentioning some specific situations 
calling for remedy, Mr. Mertz said the 
situation “threatens to grow steadily 
worse, because certain self-seeking ele- 
ments in the business have used the 
prior review requirement as a spring- 
board for pushing through laws open- 
ing all filings to public inspection, 
newspaper notices, and/or hearings 
before the department can act on 
them; in just the past two sessions 
four states (Florida and Georgia, 
1959; Colorado and West Virginia, 
1961) have taken this unfortunate step, 
and several others almost did so.” 

He said this demonstrates one of the 
most alarming aspects of the current 
insurance situation: “Once the princi- 


ple has been embraced that every 
move by management in a given in- 
dustry must be passed upon in advance 
by government, it triggers demands for 
opening the law up to let everybody 
under the sun get into the act, to 
harass, obstruct and second-guess man- 
agement in that industry. It thereby 
sows the seeds of converting that 
whole industry from a vigorously com- 
petitive and progressive enterprise 
into a completely regimented and 
spiritless public utility.” 

Who Will Change? 

Mr. Richey said the NAIC decision 
at Philadelphia causes any speculation 
as to the outlook for change in insur- 
ance rate regulatory laws to begin 
with a simple question—‘Who is going 
to change whose position, and how?” 

American Mutual Insurance Alli- 
ance, he said, is in a “special posi- 
tion.” It holds that no single, across- 
the-board, nationwide prescription for 
change in the rate regulatory laws will 
solve the problems which have admit- 
tedly arisen under the rating statutes. 

“The position of the American Mu- 
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tual Insurance Alliance is not likely to 
change for the simple reason that there 
seems no need for it to do so,” Mr. 
Richey said. He described the alliance 
position as being crystal-clear and 
logical. It is that AMIA members agree 
that there is room for improvement in 
state insurance regulatory laws, but 
they do not believe the improvement 
can be effected by blanket application 
of a single formula; there are as many 
rate regulatory problems as there are 
jurisdictions, and the number of prob- 
lems multiplies when it is realized that 
the regulation of different lines of in- 
surance within even the same geog- 
raphical jurisdiction poses dissimilar 
questions. The alliance contends that 
differing approaches should be used to 
cope with differing problems, with the 
choice of method made upon the basis 
of conditions actually existing in each 
individual area. 


Merely Realistic 


“It seems difficult to contend that 
this is not a sensible position,’ he 
stated. “It is not evasive, negative or 
reactionary. It is merely realistic. Un- 
der certain sets of conditions it could 
lead to alliance support of less strin- 
gent state regulatory laws than those 
which other associations might be will- 
ing to accept. Under other sets of con- 
ditions it is a position which could 
mean lack of alliance support for 
proposals being advanced by other or- 
ganizations.” 

The positions of some groups are 
going to change before significant in- 
surance legislation is enacted in the 
states, Mr. Richey feels. The changes 
will be brought about by the pressure 
of events, “and unless the forces in- 
volved are being misjudged very ser- 
iously, there is no effective eventual 
position other than that upon which 
the alliance already stands. 


Had Trial Run 


Mr. Richey said the proponents of 
drastic change in state rate regulatory 
laws had the advantage of a trial run 
early this year. “The climate was 
promising. Major stock and independ- 
ent companies apparently had achieved 
uneasy consensus upon the changes 
which should be sought. The introduc- 
tion in Congress of a bill seeking re- 
laxation of insurance regulation in the 
District of Columbia was taken as an 
indication of federal support for their 
point of view. And 47 state legisla- 
tures were in session during the year. 
Those having practical concern with 
insurance legislative activity felt that 
there could be many changes made in 
insurance regulatory statutes. 

“Instead the proponents of major 
change never got to first base. They 
lost in Tennessee and Missouri. The 
proposal to abolish state-made rates 
in Texas failed of passage. This 
would seem to indicate that the public 
or at least the elected representatives 
of the public are not anxious to change 
the basic concepts of insurance rate 
regulation as reflected in existing 
state laws. 


Battle Line Is Drawn 


“There is little doubt that next year, 
and the year after that, similar major 
changes will be sought in the legisla- 
tures. But upon at least the question 
of prior approval vs subsequent dis- 
approval, the battle line seems sharply 
drawn between the insurance organi- 
zations seeking such change and the 
state insurance commissioners. If this 
key change is to be enacted in many 
states it means that individual state 
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insurance commissioners are going to 
have to reverse their present attitudes. 
To this observer such a change seems 
highly unlikely.” 

In order to get commissioners to 
change their minds, Mr. Richey said 
some pressures will have to be brought 
upon legislators and commissioners, 
yet pressures from within the business 
are traditionally ineffective unless the 
insurance producers are behind them. 
In this case the producers apparently 
are solidly behind the retention of 
prior approval. 

It must be assumed that the com- 
missioners are acting in what they be- 
lieve to be the public interest, and 
unless they announce publicly that 
they have had a collective change of 
heart Mr. Richey said it is going to be 
reasonably difficult to convince the 
legislators of individual states that 
prior approval should be done away 
with. 


Mutual Of Omaha Premiums Up 
Premium volume of Mutual of Oma- 
ha for the first five months exceeded 
$100 million. This was a gain of 10% 
over a corresponding period in 1960, 
which was the company’s best year. 





INSURANCE 


TO FIT THE NEED 


MULTI-PERIL 
MOTEL POLICY 


has quickly earned 
popular acceptance 





Motel operators are well 
f aware of the varied na- 
ture of hazards they face. 
Combining in one policy the 
essential protection needed, not 
only against physical damage, 
but also against the possibility 
of theft and the threat of liabil- 
ity claims, is a logical develop- 
ment that appeals to them. 
Having one insurance pol- 
/ icy do the job of many 
policies produces a saving re- 
flected in the more complete 
coverage and lower cost. In 
addition to the discount that is 
applied in developing the multi- 





peril rate, “Shelby” agents also 
give their insured the benefit 
of savings characteristic of mu- 
tual operations. 
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Excessive PI Verdicts 
In Minn. Being Cut 
By State’s High Court 


Minnesota insurance companies are 
receiving some relief from the state’s 
supreme court in reducing excessive 
verdicts in personal injury cases. 

The latest such example involves an 
explosion case in which a jury re- 
turned a verdict for $500,000. The case 
was appealed to the state supreme 
court which ordered the award re- 
duced $175,000, or a new trial. 

Justice Nelson, who wrote the 
unanimous decision, said: “We believe 
that the verdict here resulted from a 
reliance upon a mathematical formula 
without testing the reasonableness of 
the award in the light of its over-all 
effect.” 

In another case, the high court ord- 
ered a verdict cut from $275,000 to 
$175,000. 


Briesmeister Heads N.Y. 
Office Of Brown & Sons 


William C. Bries- 
meister has been 
named manager of 
the New York of- 
fice of Geo. F. 
Brown&Sons. 
Before joining 
Brown, Mr. Bries- 
meister was senior 
casualty underwri- 
ter for American 
International Un- 
derwriters. 





W. C. Briesmeister 


L.&L. Appoints | Jones 


London & Lancashire has named 
Clarence W. Jones Jr. state agent in 
Florida with headquarters at Jackson- 
ville. He had been a field representa- 
tive of the H. H. Bargar general agen- 
cy at Jacksonville. 
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Scheld, Burt Form 


Reinsurance Firm 

R. W. Scheld and Wallace J. Burt 
Jr. have formed Burt & Scheld Corp. 
at Ormond Beach, Fla., a reinsurance 
brokerage firm writing fire and inland 
marine in the admitted market coun- 
trywide. 

Mr. Scheld, president of the new 
firm, has been operating American 
Brokerage Co. at Daytona Beach the 
past year. The new firm is a continu- 
ation of American. Prior to that he 
was secretary and controller of Secur- 
ity of New Haven. He also had been 
with Resolute. 

Mr. Burt formerly was vice-presi- 
dent of Northeastern of Hartford. In 
1959 he went to Florida and formed 
Hail Reinsurance Management Corp., 
a fire treaty reinsurance brokerage 
firm. He continues as head of these 
two organizations. 

Burt & Scheld has offices at 
South Atlantic, headquarters also of 
Mr. Burt’s two firms. 


Four Bureau Companies 
Settle California Suit 


(CONTINUED FROM PAGE 1) 
companies and Fireman’s Fund, Pacif- 
ic Indemnity and United Pacific. In 
February, 1960, five of the seven de- 
fendant companies filed counterclaims 
against the agents, asking triple dam- 
ages. Pacific Indemnity, not one of 
those filing a countersuit, reached an 
out-of-court agreement with the agents 
in March, 1960, and was dismissed 
from further litigation. Of the 55 
agents who had been involved in the 
suit against Pacific Indemnity all but 
two waived payment of damages. 

Later on Fireman’s Fund attempted 
to effect a negotiated settlement, but 
that effort failed because the com- 
panies would not admit past violations 
and give the agents a clear cut victory 
in principle, although the agents did 
not demand damages. 

Fireman’s Fund and United Pacific 
will still have to settle their differ- 
ences with CLIP. The agents have 
maintained that their primary purpose 
is not to receive money but to “re-es- 
tablish the principle of individual ne- 
gotiations.” 

A letter to members of CLIP out- 
lining the settlement agreement states 
that it will be filed within 90 days of 
its effective date and the companies 
involved will negotiate individual com- 
mission agreements with each agent 
who is a plaintiff in the action or 
whose cause of action was carried on 
by CLIP. 

Unlike the Pacific Indemnity settle- 
ment, which carried a provision that 
the company would pay the difference 
between the old commission rates and 
the new rates upon which suit was 
brought, the latest settlement waived 
any monetary damages. This developed 
out of the fact that substantially all 
of the plaintiffs in the Pacific Indem- 
nity settlement chose to waive mone- 
tary damages. 

The letter concludes with a state- 
ment that CLIP and California Assn. 
of Insurance Agents are “happy with 
the recognition of the principle for 
which they have fought. We will now 
have signed assurances filed in court 
that commissions will be fixed by 
private, individual negotiations and not 
by collaboration between two or more 
companies.” 

South Bend-Mishawaka Assn. of 
Insurance Women has elected Arlene 
Geabler, president; Mary Wolff, vice- 
president; Mrs. Julia Bixler, secretary, 
and Mrs. John Carder, treasurer. 


General Agents Name 
Committee Chairmen 


Appointments to the working com- 
mittees of American Assn. of Manag- 
ing General Agents for 1961-62 have 
been announced by President John A. 
Bunting, San Francisco 

Committees and their chairmen are: 

Conference—Reed Penington, Den- 
ver; memorial—Carl N. Homer, San 
Francisco; publicity—C. C. Robb, Den- 
ver; membership —William A. Mar- 
bury Jr., Ruston, La.; development— 
Ronald N. Richards, San Francisco; 
Loss—R. A. Harris, Jacksonville, Fla. 


Continental Casualty 
Campaigns For Excess 
Limits On Auto ARs 


Continental Casualty is embarking 
on a national advertising campaign in 
an effort to get agents and brokers to 
sell excess liability limits on auto as- 
signed risks. 

The company is mailing 100,000 bro- 
chures outlining rates and the advan- 
tages of the coverage. Continental is 
aiming at an estimated 1,450,000 na- 
tional auto assigned risks. Total limits 
of 100/300/25 are available except 
on drivers over 80 or under 16, or for 
those with four moving violations in 
the preceding 12 months or a police 
record of hit and run driving, man- 
slaughter or similar criminal offense. 


Upton Raised At Boston 


Phoenix of Hartford has appointed 
William J. Upton claim manager at 
Boston. He joined the company in 
1958 as an adjuster there and was 
named assistant claim manager in 
1960. 
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Minnesota Capital Stock 
Assn. Elects Goodspeed. 


Absorbs 2 Associations 


Alton Goodspeed, Hartford Fire, was 
elected president of Minnesota Capital 
Stock Insurance Assn. at the annual 
meeting. Howard H. Genz, America 
Fore Loyalty group, is vice-president, 
and Gordon Alston, Great American, 
is secretary-treasurer. 

By vote of the memberships, Minne- 
sota State Fire Prevention Assn. and 
Casualty Insurance Assn. were assim- 
ilated into the capital stock organiza- 
tion. 


Sturm Is MLG Of 
W. Va. Blue Goose 


Turner L. Sturm has been elected 
most loyal gander of the West Vir- 
ginia pond of Blue Goose. Other of- 
ficers are John A. Shannon, General 
Adjustment Bureau, supervisor; Eugene 
J. Midei, St. Paul F.&M., custodian; 
Edward W. Eardley, Charleston attor- 
ney, guardian; Olin L. Powell, Adjus- 
ters Associated, keeper; and E. Carrell 
Douglass, St. Paul F. & M., wielder. The 
new officers were installed by Most 
Loyal Grand Gander Robert F. Stumpf. 


Brizzolara Joins Allstate 


Robert J. Brizzolara has joined All- 
state as a member of the advertising 
materials department. He will succeed 
Chesser Howe, department manager, 
when Mr. Howe retires this year after 
30 years of service. Mr. Brizzolara joins 
Allstate after six years as sales promo- 
tion manager for North American Co. 
for L.,A.&H. Previously he was with 
Continental Casualty. 
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RESOURCEFUL 
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